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Good Times 


_—— 

Atte: what seems to the highly 
energized American business man a long period of 
aggravating depression, it is only natural for the average 
man to become just as extreme in his pessimism as he 
was a year ago in his unwarranted optimism. There- 
fore, it seems to be both timely and helpful to reproduce 
here excerpts from an opinion on general conditions, 
published Aug. 1 by Hayden, Stone & Company, in their 
Weekly Market Letter: 

“For those who follow business and market develop- 
ments from day to day or even from month to month, it 
is difficult to get the proper perspective. That we are 
today in a period of severe business depression there is 
no gainsaying. To compare this year with last year, or 
even years immediately preceding, is to compare de- 
pression with prosperity. To get a true picture of how 
far we have come along the road, we should compare 
prosperous periods with former periods of prosperity- 
depression with former depression. The last period of 
severe business depression we have experienced, par 
ticularly in the matter of commodity prices, was in 1921. 
Indeed, commodity prices today are lower than at any 
time since then. True comparison, therefore, would lie 
with that time rather than with recent years. To cite 

few examples of progress it, therefore, may be perti- 
nent to point out that in the entire year of 1921 the Steel 
In the first 
six months of this year it has earned $6.50 a share on a 


Corporation earned a little over $2 a share. 


greatly increased number of shares. General Electric 


in 1921 earned about 22 million dollars; this year it will 
National Biscuit 
earned about five and one-half million dollars in 1921; 


undoubtedly earn three times as much. 
this year it should earn four times as much. True, the 
shares of these and other representative companies are 
selling for several times what they were then; it is 
If our 
memory serves us correctly, there was not a single com- 


evident from the above that they are worth it. 


Ahead 


pany in that period that did not report a decrease im 
earnings. This year, some 75 important companies show, 
in spite of the general recession, an increase in the first 
six months over last year. 

“In short, while we are now in one of the valleys imto 
which it seems inevitable that business should dip from 
time to time, this valley is at a much higher clevation than 
the last. This is the best possible reason for expecting 
that the next peak will also be higher than the last.” 

All of us know that business is going to be better. 
We all know that sometime in the not too distant future 
American industries will again be forging ahead to new 


records of activity and prosperity 


W. must admit whether we 
a materialistic people, living 
We ar 
\We have developed so far as to even admit that 


alth 


wish it or not that we are 


in a materialistic ave. interested principally im 


things. 


things arc we monev is merely a ticket entitling 


us to so many things, or wealth. Things, or the use 


thereof make up our standard of living. This standard 
It occasionally hesitates to readjust 


but it 


is ever progressing. 
itself to new conditions as is the case right now 
never slips backward to any appreciable degree. Our 
wants are constantly increasing. Therefore, hard times 
can never stay lone with us. 


Now is the 


movement: because the change for 


time to prepare for that next forward 


the better may come 


pre | ably 


SF fh. Dafa. 


President. Boot and Shoe Recorder Publishing Co. 


will com sooner than we expect 








By MADAME HAMILTON JEFFRIES 


Fashion Editor. Boot AND SHOE RECORDER 


Byoctpau season will find Here are the shoes that will shine in 
customers eager for demi and regulation oxfords. This season 


there are many ways to se!l footwear and patterns. Because of many a stadium, as the teams line Up 


the smartness of contrast and because of the abundance of con- 


for the first kick-off. Spectator sport 


trasting fur on coats, the opportunity for substitute patterns and 
materials is broad and comprehensive. : 
For sports and sealed wear there is little change in the gen- patterns m the picture lor Autumn q 
eral theme of the footwear. Suede and smooth calf with tips well as for Summer to snap the ball o! 
and quarters or throat details are having the general acceptance 
of the buyers, with kid skins and calf both scoring heavily in selling into play and score touchdown: 
black Prado or plum brown for cary Fall. ; 
The favored shoe for sideline wear is a trifle lighter than In the game of profits. 
people have hitherto worn for such occasions. A refining of 
patterns and a clearer and more subt!e conception of the pro- 
portions of over and underlays have made the lightweight welt 
a fashion shoe for town and out-of-door wear. The general 
interest of the buyers ard the eagerne.s of the public to adopt 
the new fifteen-eighths heel made on semi-continental lines 
show the trend toward the styleful shoe with comfort heels. 
Because of the sports woolens and the favored two-piecé office 





Oxfords with a variety of heel 
heights and contours, moccasin 
patterns, pumps of course. 
New Fall types for walking, 
sport and general outdoor 
wear. Intensive merchandising 
of such footwear will bring 
Fall volume to the profit point 
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Starts in September 


tweeds, this semi-continental heel will have a high place in day- 

time fashion footwear. 
Fal spells action in shoes as in sport. The late season shows many of the smartest women wearing 
black footwear with an otherwise one-color ensemble such as 
Winners must study styles carefully blue or green and the choice of patterns seems to be demi- 
' , , oxfords, oxfords and pumps. Seamless effects, except for the 
and time their selling with the season’s throat line piped in contrast, which again contrasts the throat 


detail, are most favored for the dressier type of oxford 


activities. A football window with an 


attractive ad to call attention to it is Tint cncte. 068 and teow 


a good way to start off the September 


suede were outselling other leathers at the recent Boston show- 
ing, with brown kid and calf in next position. There is a 
campaign on outdoor footwear. logical reason why black should be first because of the fact 

that black coats trimmed with black fur are in the hands of the 
cutting up trade.” 

Many of the dressy oxfords in seamless numbers are styling 
the throat of shark pin seal, lizards and simulated detail, also 
glace calf and satin mat kid. Alligator has forged ahead, being 
used in combination with black base leathers or brown with 
light or dark brown base. These combinations are for town 
and spectator wear. Fancy tips and quarters are smart in 
tailored types and the spectator pump continues to hold the 
public’s fancy. 

[TURN TO PAGE 48, PLEASE] 





Perforations and punched holes 
promise to live up to their 
Summer popularity in the early 
Fall. Here are a variety of new 
leather and covered heel types. 
Men’s shoes with just the 
proper touch of swank for 
campus and stadium 
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College Girl Likes Shoes Swanky 


Low Heels Appeal to Campus Tastes and Patterns 


Must Have Snap and Style 


By D. LOUISE WEBER 


I, hasn't been 
long since Miss Collegiate 
promenaded across campus 
to her classes on three-inch 
spike heels—and though 
she was fashionably shod. 

If there is any one thing 
that the college girl espe- 
cially rebels against it is 
“for her 


advice own 


good.” It was, therefore, 
quite natural for her to 
sniff disdainfully at the 
low-heeled sensible shoes 
that mother thought she 
have. Always 
“They are 


ought to 
came the cry, 
they 
look so 


so homely! And 
make my feet 
large!” Of course they 
did—and it must be ad- 
mitted that they were de- 
signed more for comfort than for beauty. 

But within the last year or so low heels have taken a 
definite stand in their own defense. And they have 
done it with such grace and tact that Miss Collegiate has 
scarcely realized what was happening. Now heels have 
staged a campus comeback that has won for them a 
particular nook beneath Miss Collegiate’s sorority 
clothesrack. 

The college woman looks for attractiveness in the cut 


Why should 


footwear to accentuate their 


and style of her dresses and chapeaux. 
demand smart 


Formerly she could find this chic only in 


she not 
charm ? 
ridiculously high-heeled shoes. So she bought them 
and stilted from class to class on them with a sniff for 
her arches. She couldn’t have both beauty and com- 
fort—so a fig for comfort! 

Shoe designers have begun to realize that beauty of 
color and material combined with grace of line will 
triumph over sensibleness every time with the college 
woman. And they are beginning to make the most of 
this fact—to the advantage of low heels. 

Low-heeled one-straps and oxfords have quickly re- 


sponded to her mood. They are ta be found in blacks 


A low heel front strap in brown with alligator trim on 
tip, straps and quarter 


20 


and various colors, but | 
fall especial 
scems to fall on the brown 
The sorority girl 
likes her colors and she ij 


emphasis 
shades. 


apparently willing, wit! 
reason, to pay for th 
Reptile and snake ai 
shoes trimmed with th 
leathers have also fou 
favor in her eyes. 

The college girl choos 
a clever little one, two 
three-strap with a Cuban 
heel, or perhaps a side t 
for her semi-sport outfit 
either matching or deti- 
nitely contrasting it wit! 
her hat or bag. Again s 
may select a neutral color 
leaving the matching pro')- 
lem entirely to the tri 
ming or piping on the shoe. Here, brown, combin 
with touches of an appropriate trim on the toe, heel 


strap has its inning for fail. 


E.. her sweater suit 


or three-piece jersey ensemble the campus girl is turnin 


to sport oxfords in colors or in neutral and color cot 
binations. On the golf links she is wearing flat-heel 
crepe or composition soles—and liking them. Sport a1 
semi-street shoes in linen have pleased her during tl 
past season hecause she could have them dyed to 
her favorite costume. 

Never before have Miss Collegiate’s little toes a1 
graceful arches been so comfortable or looked so sma: 
And what's more Miss Collegiate knows it. In fact sl 
has so completely forgotten her grudge against lo 
heels that she looks a little askance at her campus sist 
who is not any better acquainted with Dame Fashion 
whims than to stilt to class on three-inch spikes. 

Having determined and provided the types of sho 
that the college girl will want in September, the next bi 
problem is to sell them. Does the girl who goes away t 
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school purchase her apparel and her shoes before she 
goes or after she arrives at college? Naturally the 
wardrobe receives a good deal of attention and is care- 
fully checked over before she leaves home. Many needed 
items will be purchased at this time, depending some- 
what on where the girl lives, the character of the local 
stores and whether or not they have in stock the types 
of merchandise she will want. 


Btores in the college 
town are more likely to have a keener sense of the par- 
ticular styles which will appeal to the college girl, and 
for this reason she is likely to defer her buying of some 
important articles, such as shoes, until she arrives at 
college. The same is equally true of the college man. 
So if the home town merchant expects to obtain a share 
of the business of the young folks residing in his com- 
munity and going to college elsewhere, he must not only 
make a very careful study of what these discriminating 
young persons want but must also take special pains to 
let them know he has it. 

In the smaller communities, where the shoe merchant 
is personally acquainted with a large proportion of his 
customers, it is not especially difficult to prepare a good 
mailing list of college girls and college men. The high 
schools and prep schools of the town can often furnish 
lists of their graduates intending to go away, and these 
can be checked and kept up-to-date. In the cities, how- 
ever, the store must reach the college trade mainly 
through the medium of general advertising and some 
effective window displays just before college opens. 

The success of every appeal to the collegiate trade 
will be gaged largely by its understanding of the desires 
of the college girl and the college man, their psychology 
and the styles and kinds of merchandise that make the 
strongest appeal to them. 


Braided leather oxfords like this will sell for early fall 


al 
3 
oe 
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Illustrating one of the smart new low heels favored by the 
college girl on a rubber soled sport shoe with a novel treat- 
ment of pattern and trim 


B 
COLLEGIATE TIPS 


The modern college girl demands smart- 
ness and style and disdains advice as to what 
is for “her own good.” 


She likes low heels, but the shoes must 
have style and the swagger touch that har- 
monizes with college clothes. 


oe A 


Sport types are specially favored for col- 
lege wear, for collegiate apparel in general 
inclines toward sport styles. 


Neutral colors, as for example, the autumn 
browns, appeal to the ideas of college girls 
who must consider the purse and make a 
pair of shoes serve for various costumes. 


% 


Oxfords, ties and straps are among the 
patterns most favored for daytime wear in 
women’s colleges and the co-educational 
universities. . 

September offers a real opportunity for 
merchants everywhere to sell extra pairs by 
featuring footwear for young women—and 
young men also—who are going away to col- 
lege. 





ounded Fifty 
Now in Ultra 


Benjamin W. Shaub’s Shoe Business 

in Lancaster, Pa., Has Doubled Five 

Times in Nineteen Years, Making 

Possible This Beautiful and Extensive 
Hosiery de- 


partment and Establishment 


women’s shoe 
section en- 
tirely segrega- 
ted from men’s 
section 


A beautiful modern shoe store 
has been erected in Lancaster, Pa., by Benjamin W. Shaub, as a fitting memorial 
to his father, John Shaub, who founded the business fifty years ago. This shop 
is the largest and best equipped shoe store in this section of Pennsylvania. It was 
through the son’s efforts that the business has doubled five times in the past nine- 
teen years. 

The front is erected of limestone secured from the Jeanne D'Are quarries in 
I‘rance. .\ll metal work of the exterior is specially designed bronze, including the 
hanging lamp at one side of the building. Satin wood and curly maple was used 
in the backgrounds of the show windows, which are inlaid with various shapes 
and colors of hardwood. The window flooring is teakwood laid in special pattern. 

Black and gold imported marble is placed around the entrance leading to the 
lobby, while the floors of the entrance are of many colored terrazzo. A lobby runs 
directly across the front of the store. From it one may enter the women’s 


y Per « 
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Junior depart- 
ment on sec- 
ond floor is 
reached by a 
beautiful 
wrought iron 
stairway 
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Years Ago, 
Modern Quarters 


INess 
Five 


aking 


Built by the Son as a Memorial to 
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the Founder of the Business, the Shaub 
Store Sets a New Mark in Modern 
Merchandising Facilities 


Nnsive 





Detail of central 

window showing 

rich hardwood 
paneling 


ioe er. 


department on the left, the men’s department on the right, or by a stairway, go 
up to the junior department. The latter section occupies the entire front of the 
second floor. 

The walls and ceilings of all departments have been covered with a rough 
finish of plastic paint, buff in color, while the floor of the lobby has been laid in 
an extremely modern pattern of Armstrong lin-o-tile. 

Two entirely separate stores have been constructed on the main floor. The 
women’s department is finished in antique ivory and is walled to the ceiling. The 
men’s department has a distinct masculine air, being finished in walnut. The two 
main salesrooms have green draperies and rugs, and on the floor of each is marble- 
ized linoleum of brown texture. 

Senjamin W. Shaub entered the shoe business with his father in 1912 after 
leaving school. Three vears later he assumed full charge of the establishment. 
He is recognized as one of the leaders among the country’s retail shoe merchants 


An exception- 
ally well plan- 
ned entrance 
and attractive 
~ windows en- 
+, hance the ap- 
pearance of the 
exterior 
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Sold Right 








The Clearance Upset 


HAT surprising characteristic was to be noted 
in this year’s clearance business? That question 
is best answered by the study of a number of clear- 
ances. 

In the first place, in the clearance sales this season, 
very few women and men bought two and three and 
As a result, the blacks and 
Most of the 
demand was for clearance prices on seasonable summer 
footwear. 
wanted summer sports footwear. 


four pairs for future use. 
staples moved very slowly—if at all. 


Women wanted summer novelties and men 
At best, the sales 
were limited to one or two summer pairs per customer. 

There was very little opportunity for a clean sweep. 
The customer now becomes selective even in clearance 
periods. The public wants what it wants and will take 
nothing else. 

As the inevitable consequence of any order is 
that some of the shoes will eventually go to the clear- 
ance table, buy what you think will sell and guard 
against hold-dvers for mid-season clearances. The 
Don’t hold until the 


new policy is—clear as you go. 


end of a season. 


4 te te 


Extra Good For Children 


O division of footwear gives as much for the 
money and in service as juvenile footwear. 
Properly so, for no business is sweeter if considered 
with major interest and not with minor attention. 
The line-up of juvenile footwear this season is wider 
in number of styles and materials used, and certainly 
far greater in values given. Expectations of a sport 
season bigger than ever before may mean more com- 
bination-types sold than regular types—but the entire 
outlook is more pairage at lower prices. 


Holding to a fixed profit margin is increasingly diffi 
cult in children’s shoes—few are styleful enough t 
justify 40 per cent across the board. To mark chil 
dren’s shoes up and down the scale is better practice. 
Good selling types move better at prices the public can 
afford to pay—for a sports shoe is not usually an 
everyday wear shoe. The method of mark-up de 
pends upon the merchandise and its method of selling, 
but more flexibility is needed in children’s shoe prices 
particularly in those districts where economic strain is 
still apparent. 

By and large, however, the juvenile business promises 
more sales and more prestige for the individual stor 
for in this field the small store,, suburban store and 
service-station type of store offer the best selections 
and service. No shoe store is completely a family-sho« 
service station without its juvenile department, and no 
such store is complete unless it specializes and takes a 
keen interest in the proper fitting of children’s shoes. 


hn, Be, thes, 


Don’t Cheapen Service 


ONCENTRATION of lines—fore more profit; 

elimination of poor selling sizes—for more profit ; 
featuring shoes that make poor feet better feet—for 
These are the three highlights in shoe 
Sell what you have and buy 
only what customers need, is a process of thinking in 
Recently styles were over emphasized, 
and now comes a proper attention to the professional 
service of shoe fitting. 

Weare in the day and year when the flurry of selling 
styles that please the eye has given way to the develop- 
ment of good taste in footwear and better practice in 
fitting. In one chain store the clerk, after trying on 
six pairs of shoes, deliberately told the customer, “If 


more profit. 
store service this fall. 


terms of profit. 
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ou want service go elsewhere because my time is too 
aluable. We are selling ten-dollar values for six dol- 
ars and we can’t give you twelve-dollar service on a 
pusy day.” He certainly was frank and remarkably 
truthful. 

A merchant who changed over to a commission plan 
found out that his store wasn’t as courteous as formerly 
_and that strange individual, the tired woman who 
merely steps into the shoe store to rest herself while 
trying on shoes, was treated with positive discourtesy, 
for even though the clerk knew she had no intention 
of buying, it is occasionally possible to coax a sale out 
of the pocketbook that has money in it. 

The customer who comes into the store is the only 
opportunity that the merchant has for moving the 
sock from his shelves, and be the plan of selling by 
salary Or commission, courtesy should be the basis of 
all contact. 

vwvvv 


Selling Entire Family 


HERE has got to be something more than a bare 

living in shoe merchandising to keep the family shoe 
store in public service. There is a mortality in shoe 
distribution that is very disturbing to the thinker who 
realizes that the store which serves from “infant-ry” 
to old-age “comfort-ry” is a valuable outpost in every 
town and village. 

It is the store that actually serves in consecutive size 
demand all elements of the public, not the favored 
center with its easily fitted foot and its speedy buying 
possibilities—but the entire range of customers of a 
community. This is the store that needs the stimulat- 
ing constructive upbuilding 


merchant needs double stimulation—first, the energy 
of selling what he has; and, second, the correct selec- 
tion of what he will need for a better season ahead. 
To clear as you go is better than the regular seasonal 
clearance. Here is what a merchant authority has to 
say on “holding”’: 

“Suppose an article that cost $10 is priced for $15 
and the expense is $3.50. Net profit is $1.50. Is that 
right? Now suppose that article stays in stock for a 
year and is then sold. Net profit $1.50? No, for inter- 
est on $10 must be added to the cost and that is 80 
cents. If the $3.50 expense allowance is based on the 
three-time turn-over there is the extra expense for 
carrying in stock to be considered, and in addition to 
that we must remember that we lost the profit for that 
$10 capital which should have been turned over three 
times during the year. Result, unquestioned loss. 

“And this analysis supposes that the article is still 
fresh and seasonable. Isn’t it fair to assume that some 
of the gilt has been rubbed off the gingerbread—and a 
mark-down must be made 

“Good stock-keeping helps to speed up turnover, while 
poor stock-keeping slows down turnover and causes 
serious depreciation in stock values. 

“You cannot afford to keép goods in stock in- 
definitely. Better sell them for a song—and a short 
one at that—than let old stuff clutter up the shelves.” 


4 4 


A shoe merchant, who has risen from a clerkship 
to ownership through hard struggle, has this hard- 
boiled notice posted in his washroom where all hands 
may see it daily: 

“The boss may be a dam 





fool but he owns this store. 





It is run 

by men who do a little bit 

of everything in the store. 
Looking towards fall, the 


in profit-making. 


Ask Me Another 


“Tf you know so much 
more than the boss, where is 


yo 


‘your store ? 


—Is the public demanding lower 
priced shoes? 

No, the public very seldom influ- 
ences prices. When the public 
needs things, the public buys and 
pays the price asked. 

—Then what has brought about such 
low shoe prices? 

—The Manufacturers and the Retail- 
ers are forcing cheaper shoes on 
the public. | Competition is run- 
ning away with common sense. 

—When will all this price-cutting 
stop? 

—When Manufacturers and _ Retail- 
ers forget volume and remember 
profit. A profit on each pair sold 
means prosperity again. 


oo ion 
_ att. ( i.ter tei 


—— 

















President. 
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Books? 


Why Bother About 


“We're in Business to Sell Shoes’ — 


And They Wonder Where the Profits Go 


that s 
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By THOMAS J. McCARRICK 


A proper system 


of accounts, or, if you pre- 


fer, intelligent set of 


hooks, supervised by some- 


an 


one who understands them, 
either the proprietor him- 
self or an accountant or 
hookkeeper, are rarities in 
a retail shoe store. 


A strictly retail shoe busi- 





A carelessly prepared state- 
ment is often filed in the 
waste basket 


ness is usually a compara- 
tively small enterprise. 
lhere are few million-dollar 
shoe retail concerns, but those that do exist have adequate 
accounting systems, and probably have had from their 
beginning. This.is a factor that without doubt played 
no small part in their growth, should the reasons for 
their success be analyzed. However, the average shoe 
merchant seems to regard the keeping of books as a 
bugbear which he looks after himself, if he has time, 
or leaves to a bookkeeper to do as a sort of necessary 
routine task without any idea of obtaining definite re- 
sults or benefits from the performance thereof. One 
also hears the cry that “we are in business to sell shoes, 
not to keep books.” Those taking this attitude will be 
found listed among the failures sooner or later. 
Reliable statistics show that about 50 per cent of those 
This 


makes it rather a hazardous business and the hazard 


engaging in-the retail shoe business make good. 


should not be increased by poor accounting or no account- 
Every shoe retailer should know immediately after 


ing. 


the end of each month whether or not he has made 
money. The majority know only once a year; some find 
out every six months; but the shrewd fellow who is 
going to get along finds out every month and there is 
no guesswork about it. 

It is safe to say that nearly every retailer has a book- 
keeping system of some sort, varying from the “home 
made” variety to those of a more intricate nature embody- 
ing departmental costs, perpetual inventories, and other 
frills. It is also safe to say that a majority of these 
bookeeping systems are not serving their purpose nor 
is the business deriving proper benefits from them, re- 
gardless to which class they belong. 


When the credit manager of the shoe manufacturer 


26 


or jobber writes one of his customers or prospx 
customers for a financial statement, what does | 


often get? Either an excuse or something like th 


LIABILITIES 
Notes payable .... $ 1, 
Accounts payable 7 


ASSETS 
$ 150.00 
2,000.00 
15,000.00 
3,000.00 


Accounts receivable 
Inventory 


Furniture, fixtures. Net work 


$20,150.00 


The statement in 
probability is dated Jan. 19 or at some other date \ 
bears out the very fact that it not t: 


from the books of account, nor at the end of the m 


evident was 


or year when statements are usually prepared.  \\ 


does the credit department do with such a statem: 
After dividing the accounts receivable by two and 
inventory by three and adding two or three thou: 
dollars to the accounts payable, it is thrown into 
basket the 
declined as the case may be. 
an estimated statement such as the above is not bin: 


waste and account is closed or 


the o1 
The courts have ruled t 


and even though it were, the credit man assumes fron 


such a statement that the maker knows nothing al 


the exact financial condition of his business and his act 


is guided accordingly. 


such a statement and were the correct financial infor: 
tion readily available from a general ledger proj 


kept, it would not be neces- 
sary for the retailer to resort 
to a guess which does him 
more harm than he realizes. 

How the 
who keeps an accurate set of 
books arrive at the correct 
figures to show in such a 


does merchant 


statement ? 

Casu—Nearly all of us 
can operate a check book suc- 
cessfully—if we have plenty 
of money. It is 
enough to take the bank’s 
balance at the end of the 
month and deduct outstand- 


simple 


If tactful collection 
fail, try an agency or 
attorney 
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ing checks arriving at the balance shown by the check 
book, provided the check book has been correctly kept. 
If there is any difference it should be found and cor- 
rected. Nothing difficult about this, although there was 
that shoe retailer who kept his check stubs rather care- 
lessly and started off each month with the balance shown 
by the bank, forgetting all about checks not yet presented 
at the bank. Yes, his checks frequently went to protest. 


) Receivable—The 
ledger or card record of charge accounts serves frequent- 
ly simply as a source from which to prepare the monthly 
statements to customers. The first thing that should be 
done at the end of each and every month is to make a 
total of the balances of all of the accounts and see that 
it agrees with the balance in the accounts receivable 
account in the general ledger. Then, in the case of the 
larger stores, the charges in each of the individual 
accounts should be divided by months, or aged, and a 
total taken of each group. This is easily done by using 
a few sheets of columnar paper, as shown in the accom- 
panying diagram. 

\Vhen the total is arrived at the retailer has a very 
comprehensive picture of the condition of his charge 
accounts and can easily spot the customers whose 
accounts are in arrears and then can take some action 
toward having them pay up. With the smaller store a 
complete ageing is perhaps unnecessary and all that is 
required is a list of the past due accounts so that they 
Bad collections have spelled the 
death of many retail We all know 
that many merchants are careless and easy going in this 


may be followed up. 
shoe businesses. 


respect and carry as assets on their books accounts that 
may be a year or two years old and which without doubt 
are worthless. Accounts over ninety days olf should be 
carefully looked after. If tactful collection letters fol- 
‘owed up by a personal call or two fail to bring results, 
collection should be enforced through an attorney or 
some good collection agency. If the account proves 
uncollectable it should be immediately charged off the 
books and not allowed to drag along and be regarded as 
an asset to the business. 
INVENTORY—Another annoyance disturbs re- 
A re- 
tailer inventorying only annually or semi-annually has 
no way of knowing in the meantime whether or not he 


which 


tailers annually or in some cases semi-annually. 





is making money, unless he has a perpetual or book 


inventory. Few perpetual inventories are accurate and 
most of them involve more labor than a monthly physical 
inventory. An inventory should be carefully taken by 
actual count at the close of business on the last day of 
every month. It is not a great task even in a large store. 
By keeping the clerks for an hour or two after closing 
at the end of each month, it 
that a 


“system” will be developed 


will soon be found 
and the inventory quickly and 
accurately taken. Good, sal- 
able merchandise should be 
priced at cost and slow mov- 
ing stock shall be marked 
down to one-half or one-third 
of cost. By doing this 
monthly, the loss on odds 


and ends can be absorbed 





throughout the year instead 


Taken an inventory by ac- 
tual count on the last day 
of every month 


of having all of this loss 
borne by the last month of 
the year. Of course there 

are a few who are reluctant to write down their absolute 
and slow moving stock and prefer to fool themselves by 
carrying it at original value. 
FixturEes—This account should 


FURNITURE AND 


represent only items of a permanent nature. If a few 
vards of velvet, or some artificial flowers are purchased 
for window trim, they should not be charged on the 
books as an asset, but rather to some expense account. 
The same holds true of all small items costing, say, less 
than ten dollars. Furniture and fixtures should be depre- 
ciated at from 714 to 10 per cent per annum. 
Notes 

being incorrect, even in cases where books are not kept. 
It is’ found that father, 
mother, brother or some other interested relative who 


helped provide capital are forgotten when outlining the 


PAYABLE—There is no excuse for this item 


sometimes those owing to 


financial condition of the business 
represent all 
It should 


Accounts PayasLE— This — should 
amounts owing outside of that owing on notes. 
not be approximately all, or nearly all, but every bill for 
which the business is indebted. Mistakes are often 
made by including in inventory merchandise the bill for 


[TURN TO PAGE 48, PLEASE] 
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| Purchased in 
January December 
$$ ——s ae — ae 
Mrs. A. Adams...... || $20.00 | $5.00 | 





Miss F. 
Miss C. 





Adams...... 











Brown, etc.. | 





$1,450.00 $870.00 





Purchased in 
November 





Total 


| 
Purchased | 
| 
Jalance 


- Purchased prior 
/ Sen. | 
August, Sep-_ || to Atmwust 


tember, October'|| 


| 

| 

| $25.00 
| 


10.00 





20.00 


$170.00 || $3,115.00 





$350.00 
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One Year 


*. 


Keeping a Shoe Stock New and 
Fresh by Kicking the Old Numbers 


Out—A Merchandising Plan That 
Calls for Courage 


By MURRAY C. FRENCH 


AAA 


= Billingsly, the new 

secretary of the Better Business Bureau, read and re- 
read the card in Bowman and Son’s shoe store window. 

He compared it with the newspaper ad clutched in his 
left hand. Yes, both said the same thing: 

If you see it at Bowman’s, it’s NEW! 

There’s no such thing as old stock at Bowman’s. 

Misrepresentation! A clear case. His duty was plain 
—and this his first week in town! He’d have a talk with 
this outfit—and right away too. 

“Of course there’s no law against such advertising,” 
Mr. Billingsly said after introducing himself to the 
Bowmans, “but you know and I know and every one else 


LNVENTORY 
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Fig. 1. This inventory sheet classifies shoes according to age, indicated by a 
different letter on the stock number each month. Shoes over a year old are not 


invoiced, but are figured as a markdown and are taken out of stock. 
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knows that every store accumulates old stock—ever 
store !” 

“Except Bowman and Son’s,” laughed Charley Bow- 
man. “The explanation is simple; we give all our old 
stock away.” 

“How extraordinary!” ejaculated Mr. Billingsly with 
undisguised sarcasm. 

“But true!” Charley added. “Of course shoe men 
disagree as to what age makes a shoe ‘old stock.’ That 
age varies somewhat with the shoe. But on the whol 
we think it’s fair to the public to assume that anything 
less than one year old should not be classed as old stock.” 

“That’s perfectly reasonable, I 
Billingsly agreed. 


would say,” Mr. 
“You wouldn’t mind explaning this 
giving away you speak of, would you?” 

“Delighted, I assure you. Being new in 
town you doubtless have not heard of our 
‘one year and out’ rule. Confidentially, we’re 
just a little proud of this rule and its results 

“Every shoe in our stock carries a letter 
on its stock number to indicate the month it 
was received. Shoes, you know, are compara- 
tively easy to invoice. Three hours or so 
and it’s all done. But we prefer to take a 
little more time to our inventories and get 
from them other important information be- 
sides the total amount of the stock. 

“So when we invoice, which is twice a year, 
we list the stock in three columns. First, 
everything less than six months old, second, 
seven to twelve months old, and third, every- 
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thing over twelve months. (See Fig. 1.) 
the stock number shows the age of 

“Every single item we come to that is one year old, in 
this case it was letter H and older, is immediately pulled 
The 


It’s easy, for 
sach pair. 


out of stock and brought back here to the office. 
next day it is given away absolutely free. 


o 
The inventory sheet has 
a separate column for the extensions of these year old 
items. These extensions are not added into the. inven- 
tory, but are entered as markdowns. 

‘All this applies also to our staples which we are con 
tinually resizing. Look at style 820, one of our steadiest 
sellers. We invoiced twenty pairs less than six months 
old, fifteen pairs between seven and twelve months, but 
we pulled out and gave away the eight pairs that were 
over a year old. 

“Our rule is ‘one year and out.’ It means just what 
it says. There are no exceptions, no excuses, no devia- 
tions from this rule. That’s what justifies our statement : 
There is no old stock at Bowman’s. 

“But wait! There’s much more to this story,.for in 
that one rule lies the basic reason for our outstanding 
leadership in this community. 

“You see, we give these shoes to the Junior League, 
not in a haphazard fashion, but with all the ceremony 
we know how to put on. Different each time, 
you know. 

“The Junior League appreciates our gilt 
and never fails to have a press photographer 
and reporter on hand. \We make the front 
page every time. 

“Tell me, Mr. Billingsly, what wouldn’t the 
average merchant give for a front page story 
twice a year telling the world in an authentic 
way that every single item in his store is new 
and fresh? And with a dozen or so of the 
town’s elite in the picture guaranteeing the 
truth of that statement. We invite them to be 
on hand at the inventory. They carry the 
shoes back to the office and stack them up 
with their own little hands. They love it! 


So do we, bless their souls! 
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“The shoes they can’t use in their charities, which is 
most of them, by the way, they sell to the job lot man. 
He pays them more than usual, for most of the shoes 
offered him by other people are at least three years old. 


ee 
Think of the bridge table 


talk, the ordinary dinner table conversation, the over-the- 
back-fence gossip, the service club palaver this creates! 
Not idle prattle either, but all to one point: ‘It must be 
true; there’s no old stuff at Bowman’s.’ 

“New, new, new! That’s the keynote of all our 
advertising. Do you realize the most sales-producing 
word in the whole dictionary is that little word ‘new’? 

“It’s more alluring than quality, price, fit, service, 
durability, or reliability. 
as a matter of course. 


People expect all those things 
They no longer distrust the 
merchant. 

“But ‘new,’ ah, that has an appeal beyond all other 
We've that the 
town knows ‘If you see it at Bowman’s, it’s new.’ 


whole 
When 


we advertise a sale everybody knows it must be on com- 


arguments. stressed word till 


paratively new merchandise. That’s what makes our ads 


pull. 
same results.” 


We don’t have to take as much space to get the 


“ec 


Roger Billirigsly shook his head. But the cost, Mr. 


Bowman, the cost must be terrific.” 

“To be honest,’ Charley dropped his voice to a heavy 
stage whisper, “you musn’t tell the brothers up and 
down the street, but it doesn’t cost a penny! Not a red 
cent !” 
s,owman, must 


“Impossible, Mr. 


impossible ! It 
cost fs 
"OF 


Billingsly. 


right, Mr. 
Charley shook 


now-you-listen-to-me 


course, strictly speaking, you're 


I -mean.”’ 
that 


But here’s what 
his finger at his caller in 
fashion of his. 
“Mark my word! When shoes become a year old 
in this day and age it costs more in hard cold cash to 
for them. 


sell them than it’s possible to get It’s posi 


tively cheaper to give them away than to try to force 


[TURN TO PAGE 50, PLEASE] 
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Fig. 2. At inventory time all “danger lines,” seven to twelve months old, are listed 
on this sheet. 
made to close them out before the next inventory. 


Thereafter they are invoiced once a month and a special effort is 





Making Leather Right for Shoes 


Difficult and Highly Skilled Operaticns Required to Impart Beautiful 


Texture and Colors Seen in Finished Product 


There's a big hurdle 


between leather out of the tanning 
operations and the finished product 
found in shoes. It sometimes takes 
twice as long to finish a piece of 
leather as to tan it. The finishing op- 
erations that are fairly common to 
the upper leather industry are dis- 
cussed in this section, but those which 
are used almost entirely on calf, for 
instance, will be discussed in a later clothes wringer. 
installment devoted to that leather. 
Tanners need a wringing machine 
to squeeze out water or other liquors in the leather, as 
it comes from tanning, dyeing and fat liquoring opera- 
tions when it is soaking wet. This is done on a setting- 
out machine, which operates in a way similar to a house- 
hold wringer, upon a much larger scale. In addition to 
squeezing out water it straightens and smooths the 
leather. 
Cattlehide upper leather and most skins are shaved on 
the flesh side, following tanning, to remove loose bits of 
adhering flesh and 
to smooth up this 
flesh surface, mak- 
ing the entire area 
of the leather uni- 
form in thickness. 
This is accom- 
plished on a shaving 
machine. A rubber 
roller brings the 
leather against a 
rapidly revolving 


Shaving machines even up variations in 
thickness and remove adhering bits of 
flesh, leaving the flesh side absolutely 
smooth and clean. steel cylinder on 
which radial knives 

are mounted. [recise, even cutting is possible. 

When the thickness of the hide or skin is greater than 
that desired in the finished shoe leather, a splitting oper- 
ation is necessary. This is done on a machine consisting 
of a razor sharp band knife that runs over two pulleys 
at high speed. Guide rollers feed the leather to this 
machine in the heavy weight, it emerges on the other 
side of the machine as two thicknesses—the upper thick- 
ness called the “grain,” while the other is spoken of as 
the flesh “split.” 

As the leather comes from the tanyard it is stiff, hard, 
and lifeless because nothing has been worked into the 


fibers to lubricate the leather and make it mellow enough 


30 


Setting out or wringing machine that 
works much like an overgrown household 
Pressure squeezes solu- 
tions from the hide or skin. 


for use in shoes. “Fl at-liquoring’ 
the name of the operation in wh 
the leather, placed again in dru 
similar to those used in chrome t 
ning, is allowed to take up a m 
ture of oily materials until it has 
sorbed all it will. Desides making t! 
leather pliable, this makes it water 
proof. Among materials commoi 
found necessary for fat liquoring a 
volks of eggs, castor oil, cod oil a 
neat’s foot oil, products from fis 
flesh and fowl. 

lXither at the time of fat liquoring or afterwai 
leather is dyed. Mostly this is done in drums, thoug! 
where the color is to be only on the surface finished 

is put on with brushes by hand or by machine. T! 

latter method involves the use of pigments, to a great 

or less extent, while drum coloring is primarily an anilii 


dyeing process. 


Bccsther isn’t an easy material 


Its exact chemical composition is a_ pri 


to color. 


found mystery. Despite difficulties, however, su 
prisingly uniform results are now obtainable and not! 
ing in the way of color is longer considered impossil 
To mC 


the average range of a season's colors more than a hw 


from heliotrope to rose, from beige to black. 


dred materials are required—coal-tar dyestuffs, extract 
from rare woods, other complex chemicals. “To develo 
a new color to the point where it is ready to run may 
cost as much as a thousand dollars—and of a dozen ne 
colors it is rare that a particular tanner finds more tha 
two or three to be so popular that volume producti 
results. 

A mechanical softening or “staking” is necessary to 
take the stretch from the leather and to soften it evenl) 
This is done on one of a variety of machines or by mus 


Following tanning and 
drum coloring, the 
leather is tacked out so 
that in drying it will 
not shrink out of shape. 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Aug. 9, 193( 





Each par 
tributes | 
ter-milliol 
ported by 
This maf 
producing 
dicates 

vegetable 
which ar 
Chrome 

mainly 


cular f 
machin 
compos 
pulls ay 
In this 
added 1 
Stret 
tanner 
the sli 
vice. 
porti nt 


oper tl 


is wet 
or by T 
In this 

leat 
the op 
that he 
are bu 
thin la 
with a 
like a. 
by hole 
Follow 
over ¥ 
not fo 
for m 
tanned 

ing 
to the 


Worke 








Each part of the world con- 
tributes its share of the quar- 
ter-million hides and skins im- 
ported by United States tanners. 
This map shows the principal 
producing regions—and also in- 
dicates principal sources of 
vegetable tanning materials, 
which are indicated in italics. 
Chrome for tanning comes 
mainly from Southern Africa. 





Shoe merchants and salesmen 
need to know the facts about 
leather, so that they may make 
the right suggestions to cus- 
tomers and answer questions 
intelligently. A proper under- 
standing of the characteristics 
of different leathers aids the 
buyer in making selections and 
may save many a costly error 
in purchasing. 








foree. If done mechanically, the action of the 
ine 1s to seize the slightly damp leather in a jaw 


ised of a roller that clamps down on a block, which 


culat 
macl 
com] 
pulls away from the operator, who holds one edge firmly. 
In tl 
added 

Stretch still remains in the leather and it is up to the 


is way much of the excess “give” is removed and 
mellowness is imparted. 


tanncr to take this out, otherwise when various parts of 


the shoe are cut out they will not stretch evenly in ser- 
vice. Not only must stretch be removed but it is im- 


portant to have the leather lie flat and smooth for the 
operations that follow. 


This is accomplished either 
by stretching and tacking the leather on boards while it 
is wet or by stretching it on metal frames with toggles 
or by pasting in a stretched-out condition on fiber boards. 
In this shape it is dried, then trimmed. 

Leather with a clear, even grain is now finished by 
the operations described below, but some skins or sides 
that have a poor grain or that carry serious blemishes 
are huffed—which is the tanner’s term for removing a 
thin laver from the grain surface. This is done by hand 
with abrasive coated paper or with a knife something 
like a carpenter’s drawknife. Heavy correction is made 
by holding the leather against a grinding wheel of emery. 
Following any of these operations the leather is brushed 
Were iI 


not for this method of finishing many skins entirely fit 


over with a filler containing a pigment color. 


for making serviceable, attractive shoes would never be 
tanned. 

Finally, leather has come to the point where its appeal 
to the eye receives the tanner’s undivided attention. 
Workers who are artists take the skins or sides, now 


Boarding calf leather to 

put in the tiny creases 

that make this finish so 

attractive is done by 

men with strong right 
arms. 
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dull and lusterless and, according to the final appeat 
ance desired, treat them to a round of special dressings. 

Leathers not to be shined, intended for work shoes, 
are sponged with oil. Leathers that are to be finished 
with bright or seni-bright or with special casts such as 
“gunmetal” are coated with thin layers of seasoning 
compounds that contain mixtures of color, glycerine, 
blood albumen, oils, casein and milk. ‘These dressings 
are repeated with alternate drying until the color is uni- 
form and a foundation exists for glazing. Sometimes 
between glazings further coats of seasoning are applied. 

This series of similar operations is carried out on flat 
hand 

the 


belts of a machine 


tables with 


brushes or on 


made up of a bat- 
tery of revolving 
brushes, with a 
coating that evens 
the color and forms 
the substances re- 
quired to impart a 
luster.  Al- 


though there may 


lroning by hand is commonly practiced to 

smooth out and flatten the leather for a 

last time before it is measured and 
shipped. 


high 


be many successive 
seasoning opera 
tions, each dressing is exceedingly thin, so that when 
all have been applied the pattern of full grain leather is 
still fully apparent. Usually corrected grain leathers 
are seasoned somewhat more heavily than full grain. 
3efore glazing some leather is boarded to increase 
its attractiveness. When done by hand, a worker folds 
each piece of leather over on itself, grain surface to 
vrain surface, pressing the fold with a curved board held 
Two- 


this 


on his arm. This introduces tiny parallel creases. 
way boarding gives so-called “box boarding’—in 
case the creases run from side to side and from head 
to tail. 


Bright or semi-bright leathers need a final toning up to 


Three-way boarding is found on some leathers. 
make them glisten. This is accomplished by glazing on 
a machine that strikes and rubs the leather with a glass 
cylinder under heavy pressure. Leathers to be given an 
extra high finish are successively seasoned and elazed 


several times. 
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A Page of Ideas for Making Your Ad Produce More Profit Return 





What Is A New 
Customer Worth 


Would you pay a dollar for a new 
customer ? 
much for each new family you could 
get to bring their shoe trade to your 
store? 

Here's a little letter idea we suggest 


° - | 
you consider for early fall when you | 
Make | 


start after business in earnest. 
up a list of fifty good families in town 
you would like to have as customers 
who do not now trade with you. Then 


like this: 
Dear Madam: 

We want you for a customer—and we 
are going to make it worth your while to 
get acquainted with the kind of shoes we 
have here. 

The inclosed credit slip will be accepted 
for $1.00 on the purchase of any pair of 
shoes in our store by any member of your 
family ! 

There’s no “catch” to this offer—and 
it’s good any time. We're just willing to 
wager a dollar that once you’ve found out 
the kind of shoes we sell here you won't 
other kind! 

And save $1 on your new fall 


want any 

Try it! 

shoes ! 
YOUR NAME. 

This letter will make an impression 
on everyone who receives it, and you'll 
find it brings in a high percentage of 
response. It’s a frank bid for business 
and few who take advantage of it will 
fail to return ,again. 

We suggest you try this on a list 
of 50 names. After you've checked up 
on the returns you'll probably want to 
use a much larger list. 


An Idea For A Vacation 
Window 


Here’s an idea for a vacation time 
window that will attract a lot of at- 
tention anywhere. We saw it in a 
Wisconsin store, but it could be dupli- 
cated anywhere. 

The background of the entire win- 
dow was a big section of wallboard 
on which had been painted a map of 
the country for 50 miles around. The 


map was very sketchy, of course, but | 


all the important vacation spots were 


Wouldn't it be worth that | 


|of all 
send them a letter reading something | 





| represented, with clever little captions 
| telling the feature of each one. 

| In front of this map was a conven- 
| tional display of summer shoes. The 
| map was in bright colors and attracted 
the eye of every passing patron. It 
had been, edged with a wood molding, 
| painted gold to give the effect of a 
frame. 


Start 'Em In Early 


A number of stores have found it 
good business to keep a careful watch 
birth announcements in their 
local papers. Whenever a new baby 
arrives a dainty pair of bootees are 
sent to the parents with a friendly 
little letter welcoming the new baby 
and expressing the hope that baby will 
become a permanent customer. 

The surest way-to reach any parent 


is through the child, and every couple | 


receiving the bootee gift with such a 
letter is bound to feel friendly toward 
the store that sent them. 


A Well Worded Ad 


Here’s an attention-getting ad from 
Hassel’s, Chicago, headed “Bank $5 on 
These Shoes and Save $2.50.” The 
entire appeal of the ad is based on the 
argument that Hassel’s, located out of 
the high-rent district in Chicago’s Loop, 
have a lower overhead and are thus 
enabled to sell shoes at one-third below 
the average. 


Are Your Windows 
Well Lighted 


Your windows are the very best ad- 
vertising medium you have. Are they 


| working for you at the maximum of | 


efficiency? They’re not unless they are 


| well lighted. 


Tonight, after the lights are on in 
all the windows, stand across the street 
from your store and compare your 


|lighting with that of your neighbors. 
| Are your windows as bright and in- 


You 


viting as those on either side? 


ought not to be satisfied unless they’re | 
| the brightest spot in the block! 


A few dollars invested in better lights 


|and reflectors will pay big dividends, 


particularly this fall, when new styles 
are being featured. Now’s the time 


32 


{to do it! The chain stores know 

| good lighting pays. Notice how 
chain stores in YOUR town keep thei: 
windows brightly illuminated. hey 
know it helps business. 


A Good Vio To Sell 
Golf Shoes and Hose 


August is a good time for a s 
golf shoes and hose, and many 
have a mid-summer selling of 
lines annually. In the spring 
golfers dig out their old shoes and 
and start the without 
equipment. By mid-summer they 
new shoes and hose, and all 
needed is to remind them and the 
buy. A good newspaper ad and a 
ing card will stir up quite a little 
ness for you any time during the 


season off 





few wecks. 


Getting Results In Your 
Advertising 


“My advertising don’t bring rest 
said a merchant the other 
and aiter looking over his file o 
| cent ads we were not surprised. | 
| ad this 
prepared with the idea of saying s 
thing about everything in the st 
The result is a wordy ad that 
forbidding. 

No ad that attempts to say too 1 
will bring the proper results. 
ads should be brief, to the point, 
Reme 


shoe 


man uses seems to have 


as fev’ words as possible. 


that they are competing with doze1 


other ads, and with the news colt 
| of the paper! If they’re not inte 

|ing and inviting, they won't ha 

| chance! 

As a general rule, if you will 

| each advertisement to one line, or, 
ter yet, to one style and one jp 
| you'll get better results. This kit 

jan ad directs the attention of 
|reader to one thing and leaves 

| with a definite idea. If the styl 
| terests him—or her—it may lead 

| sale. 

Of course your sale 
more general, but in them PRI‘ 
the big appeal. In your day-to-day 
try limiting your appeal to one tl 
|and see if your ads don’t bring bet 
returns, 


ads must 
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VERONA 


Four eyelet tie — Made of 
JETTA MAT CALF vamp, quar- 
ter, and tongue—Reptilian trim 
on tip, lace stay, foxing, and 
heel. 190 Last, 19/8 Spanish 
heel. From the “Paradise” line of 

BRAUER BROS. SHOE CO. 

St. Louis, Mo. 








1 Ale 
4 fol aI (7% iPtan {pe 
UAL? i[f SL} 


“Mi AT LACK « WILE 


_ 3 
éve® vf 
Se ! 
. ips 
3 fj | 


i 





“She Walks in Beauty”— 


is part of the trademark of the shoe illustrated— 


and the background for the beauty pattern and refine- 
ment of shoemaking is JETTA MAT CALF, light in 
weight, and of fine tannage 


—a dainty, modish leather for early autumn dainty 


footwear 


—when used in combination with Arizona Rattlesnake 
for trim, makes an appealing adornment for the feet, 


and a fast selling style. 


Ask your manufacturer for JETTA MAT CALF in some 
of your best selections for fall, for you then obtain 


both quality and style. 


This fine leather is moderate in price, mellow, of fine 


grain, with a tight break, and a satin-like finish. 


Samples on request. 


GIRNRD CLIO 
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Pre-Showing of MENIHAN’S 
Newest Early Fall Styles In-Stock Now 
‘NU-MODE PROCESS’”’ 





“SHASTA” 
17/8 Heel 
Nu Mode Process 


B-612—Brown Suede, Genuine 
Coffee Rajah Lizard Trim.86.00 


B-613—Black Suede, Genuine 
Black and White Rajah Lizard 
86.00 


“RAYO” 
17/8 Heel 
Nu Mode Process 


B-576 — Black Moire _ Silk, 
Worked Byelets $5.35 


“ELDORA” 
20/8 Heel 
Nu Mode Process 
B-638—Black Moire Silk. $5.85 


B-639—White Moire Silk, Suit- 
able for Dyeing 6.00 


“REGENT” 
20/8 Heel 
Nu Mode Process 


B-180—Mat Kid $5.25 





SIZES 


Se scosencedll 
| AA 
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“INGA” 
16/8 Heel 
Nu Mode Process 


B-622—Brown Suede, Genuine 
Brown Chameleon Trim.$6.00 


B-623—Black Suede, Genuine 
Black Chameleon Trim. .$6. 


16/8 Heel 
Nu Mode Process 


Worked 
$5.50 


B-579—Brown Kid Tie, Worked 
Dye $5.50 


“REGENT” 
20/8 Heel 
Nu Mode Process 
B-335—Black Moire Silk. 85.00 


B-3236—wWhite Moire Silk, Suit 
able for Dyeing 85.25 


Se 
Y 


> 
~s 


“DALLA” 
20/8 Heel 
Nu Mode Process 
B-593—Mat Kid Seamless Pump 


B-594—-Patent Leather Seamless 
Pump 


ecet 

“RAYO” 

16/8 Heel 
Nu Mode Process 


B-582—Genuine Black Lizard 
$7.25 


B-648—Genuine Brown Lizard 
$7.25 


17/8 Heel 
Nu Mode Process 
B-569—Mat Kid Tie, 


we 


a 


Worked 


“DALLA” 
20/8 Heel 
Nu Mode Process 
B-586—Black Silkray Seamless 
$5.25 


B-588S—wWhite Silkray, Seamless, 
Suitable for Dyeing $5.25 


~ 


\ r\ \ 7 
—n fe 
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Medium Long Vamp 
“DALLA” 
20/8 Heel 

Nu Mode Process 


B-538 — White Kid Seamless 
$5.35 


Seam- 


“s 


B-539—Patent Leather 


nel THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, N. Y. 


“BERNICIA” 
18/8 Heel 
Nu Mode Process 


B-558—Mat Kid, Beaded Orna 


ment 


“VARDO” 
16/8 Heel 
Nu Mode Process 
B-559—Mat Kid 


“RIQUETTE” 
20/8 Heel 
Nu Mode Process 
B-441—Black Moire Silk. $5.25 


B-516—wWhite Moire Silk, Suit- 
able for Dyeing $5.50 


“FLARE” 

20/8 Heel 
Nu Mode Process 
B-564—Genuine Black Lizard 
$7.00 


$5.50 








Terms Net 30 Days 
Twenty-five cents addi- 
tional for orders of less 

than three pairs. 
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“MIDY” 
19/8 Heel 
Special Process 
8h-566—Genuine Brown 
Brown Kid Quarter $6.25 
n-568—Genuine Black’ Lizard, 
Mat Kid Quarter 86 


“ELFIN” 
18/8 Heel 
Special Process 
B-624—Black Suede, Genuine 
Ivory Rajah Lizard Trim $5.25 
B-626—Brown Suede, Genuine 
Coffee Rajah Lizard Trim 


“WESTLAKE” 
16/8 Heel 

Special Process 
B-618—Brown Kangola Gore 
Pump, Genuine Coffee Rajah 
Lizard Combination Bow .85.00 
B-619—Black Kangola, Genuine 
Ivory Rajah Lizard Combina- 
tion Bow $5.00 


“ALAMO” 
20/8 Heel 
Special Process 
B-443—Genuine Grey Ring Liz- 
ard Vamp with Mat Kid Quarter 
$6.00 


“REGENT” 
18/8 Heel 
Special Process 
B-599—Black Silkray...$4.85 
B-606—White Silkray, Suitable 
for Dyeing 


“TANA” 
19/8 Heel 
Special Process 

B-629—Brown Kid _ Perlustre 
Saddle with Coffee Rajah Lizard 
Lace Stay $5.50 
B-632—Black Kid, Gun Metal 
Perlustre Saddle with Black 
and White Rajah Lizard Lace 
85.50 


“SHASTA” 
16/8 Heel 

Special Process 
B-633—Brown Kangola. Coffee 
Rajah Lizard Calf Trim. #5.25 
B-634—Black Calf, Black and 
White Rajah Lizard Calf Trim 
$5.25 


“BERNICIA” 
16/8 Heel 
Special Process 
B-355—Dull Black Kid 
Ornament) 


“RAYO” 
16/8 Heel 
Special Process 
B-492—Mat Kid Tie... .85.25 


(Metal 
85.00 


“REGENT” 
20/8 Heel 
Special Process 
B-644—Black Suede.. 
19/8 Heel 
B-175—Patent R4 
B-176—Gun Metal Calf.$4.35 
B-524—Black Faille (Crepe) 
$4.85 
(Crepe) 
85.00 


. 85.00 


B-542—wWhite Faille 
Suitable for Dyeing ... 


“VARDO” 
15/8 Heel 
Special Process 
B-G14—Black Lizard Calf 
$5. 
B-G16—Brown Lizard Calf 
85. 


“GLOW” 
19/8 Heel 
Special Process 


B-399—Mat Kid, Gun 
Perlustre Trim ........® 








IN-STOCK 








“DEVON” 
12/8 Leather Heel Uskide Top 
Goodyear Welt 
Nurse SHOE 
B-478—wWhite Kid .....85.50 
B-479—Black Kid 5.25 


GOODYEAR 
WELTS 


THe In-Stock BULLETIN is sent weekly to all | 
regular MENIHAN customers, avail yourself of || 


this service by placing an order now. | 








THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, N. Y. 





“NURSHU” 
11/8 Leather Heel with Rubber 
Top 
Goodyear Welt 
UNLINED Nurse SHop 
B-628—wWhite Calf ....85.25 
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YA, Wie Check Wh Wenter Coat Chas... .. 


We grow more and more convinced that these four shoe 


Satin Mat 


= 172 
(Prado) 


Cauha, 2 N 


fo 
¢ 
) evl, 1141 
( a | 


The Neve Crile 


colours have a place in any stock. 


because its dull lustre reflects the feeling of new 


coat fabrics, and because black is very important. 


because it is a basic brown, and because brown 
is second only to black in fabric sales. 


because it checks with the new high-style browns. 
because dark green, though far behind black and 


brown, is the third best selling colour among coat 


fabrics. 


wh ihe C,. Pro. 





chughe by request to  — 1702 - 100 Gold Street, (New Pork 
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Discuss Styles and Selling 





Wisconsin Merchants Hold Successful Convention in Wausau 


and Reelect B. J. Fried! President 


WV. the well dressed 


folk will wear this fall and winter in 
footgear and methods of marketing 
these styles featured discussions at 
the seventeenth annual convention of 
the Wisconsin Shoe Retailers’ Associ- 
ation in session at Wausau July 28, 29 
ani 30. The 200 convention guests 
did not spend all their time in dis- 
cussing business, however, for many 
of the hours during the three-day 
confab were given over to recreation 
and sightseeing voyages about the 
city and countryside. 

The convention in Wausaau was 
considered by many of the older shoe 
merchants to be one of the most 
profitable and enjoyable the State 
Association has ever conducted and no 
little appreciation was shown, through 
resolutions, for the tireless work of 
the State officers, headed by Bernard J. Friedl of Wau- 
sau, State president; J. B. Langenberg of Appleton, 
State secretary and treasurer, and William C. Schlaefer 
of Wausau, convention chairman, and his committee. 
A committee composed of wives of Wausau shoe dealers 
provided special programs for the visiting women. 

At the concluding session Mr. Friedl was re-elected 
president; Mr. Langenberg, secretary and treasurer ; 
John Geisinger of Milwaukee, first vice-president ; Max 
Lau of Racine, second vice-president; Roy M. Powers 
of Milwaukee, field secretary; and Otto Egelhoff of 
Fond du Laac, Amos Rehberg of Janesville and Oscar 
Jensen of Madison were elected directors. Fond du 
Lac was chosen the 1931 convention city. 

The retailers condemned the practice of shoe manufac- 
turers who “persist in selling shoes to their employees 
promiscuously and not for their own use, which works 
to disadvantage of the retailer.” 

A resolution was passed stating that “we protest 
against the practice of those phases which definitely in- 
trude into the business which rightfully belongs to the 
retail shoe dealer.” Efforts will be made, it was pointed 
out, to bring about a change in these practices on the 
part of the manufacturer so they will not “infringe” on 
the retailer’s business. 

Delegates to the annual convention were unanimous in 
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B. J. FRIEDL 


their attacks upon fraudulent adver- 
tising and unfair practices in the shoe 
business with the result that the fol- 
lowing was passed: “Whereas, any 
unfair practices and fraudulent adver- 
tising in the trade reflect upon the 
legitimate dealer and on trade in gen- 
eral, therefore be it resolved that all 
members are urged to report to the 
Better Business Bureau of any such 
practices or advertising in their re- 
spective communities, and be it re- 
solved that we endorse the movement 
of the Better Business Bureau to pre- 
vent fraudulent advertising and un- 
fair practices.” Other 
were passed endorsing the activities 
of the National Retailers’ Mutual In- 
surance Company, deeming it a profit- 
able organization for the promotion 
of the shoe dealers’ association, and 
in showing appreciation of the speakers, press, delegates 
and officers. 

Black has been amazingly popular in women’s shoes, 
hats and gowns this season, not because women like to 
wear black in warm weather in preference to other 
colors, but because black is most economical, speakers at 
the convention declared. 

The economy wave which has decreased the sale of all 
kinds ef merchandise this summer has particularly cre- 
ated a trend for women to buy black shoes, according to 
Miss Ruth Kerr, style analyst for the Calf Tanners’ As- 
sociation, who talked before the convention the second 
day. But the trend this fall is toward striking and 
pleasing colors in shoes as a reaction against the wide- 
spread use of black, the delegates were told. 
hibited a large assortment of shoes and styles which in- 
dicated the varied changes in shoes offered the trade. 

Miss Kerr advocated keener selection of shoes to pre- 


’ 


resolutions 


She ex- 


sent to the public and urged buyers not to go too 
“strong” for novelty or fancy styles for the coming sea- 
son. She said that while black shoes will continue to be 
popular, there will be a wide appeal for “off-colors,” 
brown, green and blue, and some blended into dark tones 

for winter and spring trade. 
“Shoes in monotone are exceptionally smart for fall. 
[TURN TO PAGE 52, PLEASE] 





Here He Comes. . 


Back again for anoth er pair BOUGHT some tan brovue; 
ee 99 here that were the most com. 
ot Co rk Com fo rt ed Shoe ss fortable shoes I’ve ever worn. Do you 


have that same make ina dress shoe?” 

Fifteen minutes later the customer 
walked out with his second pair of 
cork-comforted shoes—said he would 
come back for another pair in the 
fall. Where did this happen? Sales 
are being made like that in many 
stores that sell shoes equipped with 
Armstrong’s Cork Box Toes and 
Counters. 

Thousands of hard-to-please cus. 
tomers are looking for style-com/ort 
in shoes. Are you ready to sell them 
comfort as well as style? Armstrong's 
Cork Box Toes and Counters vive 
you this extra selling point to talk 
about. Let it build sales for you. 

Toes and counters can be pliahle. 
They don’t have to be broken in. 
““Cork-comforted” shoes yield to 
every foot movement yet always 
come back to shape. 

Leading manufacturers use Arin- 
strong’s Cork Box Toes and Counters 
in all their shoes. We will be glad to 
send you a list of their names. 
Style-comfort shoes cost no more 
than others. Why not specify Arm- 
strong’s Cork Box Toes and Counters 
in your next order? 
Armstrong Cork Com- 
pany, Cork Division, 
Shoe Products Section, 
Lancaster, Penna. Product 


Armstrong 


Branch Offices at Your Service 


Boston, Mass...............197 South St 
MILWADvKEE, Wis........811 Majestic Bldg 
CINCINNATI, OnIO... . 1017 Broadway 
St. Louis, Mo. : 204 S. Third St 
a 522 King St., West 
MonTREAL 1001 McGill Bldg 


. 


Customers say, “I'll boost this store,” 
when you sell them style plus comfort. 


ARMSTRONGS CORK | 
BOX TOES and COUNTERS | semierwetsne trv octat=Armtione' 


» - Cork Box Toes and Counters will add éomfort 
/ +.» and preserve style in gny welt shoe. 
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The TRAVELING 
SHOE SALESMAN 


a < 


IRECTORS of the National Shoe 

Travelers’ Association have under 
consideration a recommendation that 
shoe buyers for retail and wholesale 
establishments be declared eligible for 
membership, and that, if voted on fa- 
yorably, they be given full membership 
rights. It is argued by those who favor 
the plan that the close business re- 
lationship between buyer and traveler 
makes the move a logical one; that at 
present, the members of the buying fra- 
ternity have no organization of their 
own; that they have no clearing house 
through which positions may be ob- 
tained and grievances adjusted. If the 
recommendation is adopted, all phases 
of the N. S. T. A. work now handled by 
Secretary T. A. Delany, at N.S. T. A. 
headquarters in Boston, will auto- 
matically be broadened to include the 
new class of members. 

A better understanding between 
traveler and buyer is expected to result 
and such an understanding is deemed 
a necessity as evidenced by the fact 
that N. S. T. A. headquarters has re- 
cently been called on to circularize a 
large number of stores whose buyers, 
it is felt, have been guilty of dis- 
courtesy in not keeping definite appoint- 
ments with members of the traveling 
fraternity. The letter points out that 
travelers are very busy, that a refusal 
on the part of a buyer to recognize his 
obligation to see the traveler at the 
time set in advance by the buyer him- 
self, may easily, and has in many cases, 
resulted in loss to the traveler, who 
either has been forced to stay over 
night in some city when he should have 
been on his way to another; or has 
been forced to break other and equally 
important appointments with buyers 
in the same city. Several shoe depart- 
ment heads, having received this letter, 
have replied that the evil will be rem- 
edied to the best of thir ability. 

The National Shoe Retailers’ As- 
sociation has asked for and been prom- 
ised the heartiest cooperation of the 
N. S. T. A. in putting over advance 
publicity for the National convention 
in Detroit next January. The first move 
on the part of the retail association 
will be to have stickers printed calling 
attention to the dates of the convention. 
These will be furnished to all members 
of the N. S. T. A. who have agreed 
to use them on all letters to members 
of the retail trade. 





OU BROWN, well-known shoe sales- 

man, selling a line of men’s house 
slippers out of Chicago, has just re- 
turned from three weeks’ vacation at 
Atlantic City. Mr. Brown has his sam- 
ple room at 1816 Republic Building, 
Chicago. 
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OHN THRASH, representing the 
Bona Allen Shoes Company, has re- 
turned to Atlanta following a very 
successful trip through his territory. 
He reports sales as good, with pros- 
pects better than in some time for late 
summer and early fall business. (U) 





AVE DAVIS, who represents 

Thompson Bros. in Chicago, is 
convalescing from a serious operation 
at the Michael Reese Hospital. His 
many friends in the trade, as well as 
his associates in the National Shoe 
Travelers Association, will be glad to 
learn that he is on the road to recovery. 





H. WILLETT, who has been iden- 

* tified with rubber and canvas foot- 
wear for years in Greater New York 
territory, has joined the Converse Rub- 
ber Company, Inc., New York Branch, 
101 Duane Street. He has his sales 
headquarters at this address. 





Dougherty Closes Out 


LOUISVILLE, Ky.—Friends of Michael 
Rodger (Rog) Dougherty, for many 
years head of the old shoe house of M. 
Dougherty, recently closed out at 622 
West Market Street, Louisville, have 
been suggesting to Rog that he enter 
a new line-of business, that of closing 
out stocks, in view of the abnormal 
success he had in the matter of closing 
out the stock, fixtures, equipment, etc., 
of the forty odd year store that was 
established by his late father. 

Dougherty closed out this stock down 
to one pair of boys’ shoes, which he 
gave away. He sold his fixtures, desk, 
cash register, and everything clean, 
even to his lighting fixtures, window 
display fixtures, etc., and on much of 
the equipment realized virtually his 
original cost. Nothing was sold to 
junkers. 

He also sold out the stock in a period 
of a fraction over two weeks, and 
stated that his stock figured in sales 
$1.60 to $1 of merchandise cost, or a 
small profit on the clean up. 

In announcing the sale he used 
quarter page advertising in local news- 
papers and gradually reduced this in 
size. He also advertised in church 
papers, reaching a lot of friends, and 
many old customers, who came in and 
carried the stuff out. His first Satur- 
day sales ran 360 pairs. That was on 
May 10. It required sixteen days of 
selling, before the doors could be 
locked, as complete and final. For one 
thing he was not carting in a lot of 
stuff. His plan was to sell out and 
quit and that is just what he did. 

Dougherty is a good shoe man. He 
served as secretary for some years of 
the Louisville Retail Shoe Association; 
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NEWS 
of the ROAD 


later as treasurer, vice-president and 
president, and again as secretary. He 
is well known to the trade. 

Dougherty has indicated that he will 
enter another line of business. 





New Shoes for Every 
Hole in One 


PITTSBURGH, Pa. (UTPS)—In an- 
nouncing its fall showing of Nunn- 
Bush ankle-fashioned oxfords, Petty’s 
Shoe Stores, in the Jenkins Arcade 
here, again has renewed its offer to 
give free a pair of Nunn-Bush golf 
oxfords to any local golfer who makes 
a hole in one during August. 





Newark Man Transferred 


MIAMI, Fia. (UTPS)—H. S. Wim- 
bish has been appointed local manager 
of the Newark Shoe Store, 6 and 8 
N. E. First Ave., and has already as- 
sumed his duties. Mr. Wimbish comes 
from St. Petersburg, Fla., where he has 
been associated with the St. Petersburg 
unit of the Newark Company for the 
past two years. The Miami unit was 
opened three years ago in its present 
location, and has developed into one of 
the strongest units of the company. 





Tull & Gordon Expand 


BROOKLYN, N. Y.—Tull & Gordon, 
turn shoe manufacturers in Brooklyn 
for many years, have opened a second 
factory in the former Cantilever Build- 
ing on Willoughby Ave. In this new 
plant Tull & Gordon will make a line 
of women’s shoes, using the Littleway 
process, and are now displaying their 
Littleway line at their New York of- 
fices on 34th St. They will continue 
to operate their factory at 379 DeKalb 
Ave., Brooklyn, as before. 


Kinney Man Transferred 


ATLANTA, Ga. (UTPS)—N. F. 
Peterson, for the cast six years man- 
ager of the Atlanta store of the Kin- 
ney Shoe Co., has left for Asheville, 
N. C., where he will be manager for 
the Kinney Shoe Co. store there. Mr. 
Peterson will be succeeded in Atlanta 
by Mr. Miller, who comes from the 
Montgomery, Ala., store of the same 
company. 


Birmingham, Too? 


BIRMINGHAM, ALA. (UTPS)—The 
first smoking room for women in a 
Birmingham shoe store has been in- 
stalled at the Guarantee Shoe Com- 
pany. The room is located on the sec- 
ond floor, adjoining the women’s shoe 
department, 








FINISH 


-~KID- 


Inquiry indicates that Satin Finish 
Kid is so tremendously popular be- 
cause it just exactly fits the needs 
and the tastes of style-minded 


WILLIAM AMER ‘ 
COMPANY 
PHILADELPHIA 


| Hiss 
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Anticipate Early Fall Season 





Autumn Style Already on Display in Many Chicago Shoe Shops 
—Improved Business Outlook Seen 


CHuicaGco (UTPS)—An improved out- 
look for Chicago wholesale and retail 
shoe merchants during the second half 
of 1930 is seen as a result of the fa- 
vorable showing of the past few weeks, 
according to reports from leading shoe 
men of this city. 

While no pronounced expansion in 
shoe sales totals was noted last week, 
the general trend of buying was of such 
character that a slow but assured up- 
swing is predicted. Wholesale and re- 
tail purchases of staple articles have 
been of heavy proportions, indicating 
underlying buying power of consider- 
able extent, declared an executive of 
one of the larger Chicago shoe firms. 
Much of the quantity buying in staples 
has been due to generally lower prices, 
he said. 

Formal opening of the new Merchan- 
dise Mart during the week, to coincide 
with the eighteenth semi-annual gather- 
ing of the interstate merchants’ council, 
which brings approximately 2,500 out- 
of-town buyers to Chicago, is expected 
to add impetus to the improvement ex- 
pected in the merchandising field dur- 
ing the second half of the year. 

Midsummer is not apt to be the time 
when a clear view can be obtained 
of the financial and industrial hori- 
zon. At best, it presents such re- 
laxation in activities, purely because 
of a normally inactive business season, 
as to leave the course of events more 
or less conjectural; a condition which 
is commonly reflected in trade circles. 
However, it is reasonable enough to 
infer from present indications the 
probability of a slow and assured re- 
covery at an early date. 

Meanwhile, Chicago merchants one 
and all continue to dispose of leftovers 
by running their semi-annual clearance 
sales. Apparently they anticipate an 
early fall season and are now strongly 
pushing sport shoes of all types at re- 

duced prices. While most displays still 
feature distinctly summer styles, many |. 
of them are beginning to place new 
fall shoes in the less prominent sec- 
tions of their windows. These fall 
touches seem to reflect a tendency to- 
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ward suedes in black and brown, dull 
kid with reptilian trim and effects in 
the same co'ors, and bronze kid a prime 
favorite. 

Dark shades of brown, wine, blue, 
and green are also displayed, the colors 
being so extreme as to almost appear 
black when viewed from a short dis- 
tance. Fashionable shops report very 
good sales of moire pumps and a beau- 
tiful shoe recently shown was of blue 
and silver kid with a buckle of simula- 
ted baguettes and sapphires. With the 
shoes was shown a matched bag of en- 
velop design of the same material and 
a large clasp matching the buckles. 

Another new punch has made its 
debut in a very smart oxford of dull 
kid with lizard vamp, the perforations 
in the shape of a shamrock on the 
shank and vamp and each perforation 
is “boxed off” by a checkerboard stitch- 
ing design. 

At present many buyers are visiting 
eastern markets and it is expected that 
their return will see an even more fa- 
vorable improvement in local business 
through the medium of additional new 
— which they are sure to bring 

ack. 


Providence Reports Big 
Demand for Sportswear 


PROVIDENCE, R. I. (UTPS)—Local 
shoe merchants call the past season 
the best sports year they have ever 
had. In spite of generally poor busi- 
ness conditions which affected some 
stores, others reported a good season. 
At the Thomas F. Peirce & Son store 
it was stated that sales for this year 
are ahead of those for the previous 
year. However, they are anticipating 
a slower August because so many of 
their charge patrons leave the city for 
vacations. 

In two or three more weeks local 
merchants are planning white and 
sports clearance sales to be followed 
by their fall campaigns. 


Predicting the best sellers in the 
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| women’s line for the coming months, 
Mr. Peirce, Jr., said he believed black 
suedes, black kids and lizards, in the 
order stated, would be the best sellers. 
He believes blacks will run ahead of 
browns, which for several seasons have 
held the upper hand. 


Nation-Wide Interest in Re- 
turned Goods Campaign 


INDIANAPOLIS, IND. (UTPS)—Na- 
tion-wide attention has been attracted 
by the campaign to reduce abuses of 
the return merchandise privilege which 
was begun by the Merchants’ Associ- 
ation May 15 and joined by the In- 
dianapolis Shoe Dealers’ Association, 
according to the statement made by 
W. E. Balch, manager of the Mer- 
chants’ Association. He said _ that 
since May 15 committees of merchants 
in three nearby large retail centers 
had visited Indianapolis to get further 
details with a view of starting similar 
movements. 

Due to numerous articles in various 
trade publications and especially in 
the Boor AND SHOE RECORDER, the plan 
adopted by the Merchants’ Association 
and the Retail Shoe Merchants’ Asso- 
ciation, Indianapolis has been known 
in practically every representative re- 
tail center in the country, Balch added. 

According to a survey recently com- 
pleted by the United States Depart- 
ment of Commerce, the statement is 
made that returns and allowances in 
retail stores throughout the country 
aggregate approximately $3,000,000,- 
000 annually. 

The plan has been in effect slightly 
over two months. From the start a 
marked-decrease in the requests to re- 
turn merchandise has been very ap- 
parent. Ten of the largest cities in 
the United States have written the 
Merchants’ Association for details of 
the “Indianapolis Plan.” Columbus 
(Ohio) merchants, together with rep- 
resentatives of Ohio State University, 
contemplate visiting Indianapolis soon 
to go further into the details of the 
plan. Placards are shown 
the stores of the Merchants’ 
ation and the Retail Shoe Merchants’ 
Association stores giving the rules and 
regulations on the return of merchan- 
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And Now — — They’re In Stock! 





Elamway and Elam—Stitchsteps for Infants 


ELAMWAY 


(Flexible Cemented Soles) 


FOOTWEAR 


The New Children’s Footwear That Is:—Tackless, Nailless, Stitchless 


Trade Mark 
Tackless! 
Nailless! 
Stitchless! 

B400—Pat. Strap, Elamway; Stitch. Flexible B405—Patent Side Buckle, One 
step. Strap, Lizard Trim, Elamway. 
— a a ee Cemented , B406—Champagne. 
B402—White Elk Elamway; Stitch- Soles! Sizes 1 to 5 
itep. 
sane Ri thas it That CAN’T come off! 


IN STOCK AT BEST WHOLESALERS 


If your Jobber hasn’t them write to Us and We'll see that you get Samples 
and without obligation to buy. We do not sell the retail trade direct. 














The Elamway 





Trade Mark 
No improvement in 84 years. Tacks Smooth soles. No tacks, nails or thread. 
and stitches under tread. Wrinkled Smooth linings. Flexible! Lasted with 
linings. Meco Machines. 














F. S. ELAM SHOE CO., Inc. 
Two Factories Rochester, N. Y. 
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—f i. E. Abbey, U.S.M.C. Treas., Dead 


Had Been in Charge of Corporation Finances Since 1925 


+ 























Boston, Mass.—Halsey E. Abbey, 
treasurer of the United Shoe Machin- 
ery Corporation, died suddenly at his 
home in Malden, Mass., Tuesday after- 
noon, July 29, following a period of ill 
health which culminated in an acute 
form of heart trouble. 





Halsey E. Abbey, 


Treasurer of the United Shoe Machinery 
Corporation, who died July 29. 


Mr. Abbey was born in Orwell, Vt., 
Nov. 29, 1868. After completing his 
studies in the schools of his native 
town and in Albany, N. Y., he was en- 
gaged for several years in the banking 
and investment business in Kansas and 
Alabama. In 1892 he became treas- 
urer of the Wire Grip Machinery Com- 
pany with shops and offices in Malden, 
and it was then that his first contact 
with the shoe machinery business was 
established, his company being the 
manufacturer of a line of important 
machines. 

When the United Machinery Com- 
pany was organized, Mr. Abbey was 
appointed chief accountant and later 
became auditor. In 1925 he was 
elected treasurer of the corporation 
and also a member of the board of di- 
rectors. 

Mr. Abbey was married in 1895 to 
Mrs. Idella E. Alden, who survives him, 
with two daughters, Mrs. Crawford 
Goldthwaite of Winchester, and Mrs. 
Russell Bailey of Malden. He was a 
member of Mt. Vernon Lodge, A. F. 
and A. M.; of Tabernacle Chapter, 
of Melrose Council and of the Beau- 
senat Commandery in Malden; the 
Bellevue Golf Club of Melrose; Aleppo 
Shrine in Boston; the Kernwood Club: 
of Malden; the Belmont Springs 
Country Club of Waverly, and the Bos- 
ton Square and Compass Club. His 





home was at 75 Elm Street, Malden. 
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Richmond Shoe Retailers 
Perfect Organization 


RICHMOND, VA.—Organization of the 
Richmond Shoe Retailers’ Association 
was perfected recently with the elec- 
tion of officers for the year. The offi- 
cers elected are: President, C. W. 
Thurston; vice-president, Thomas Kil- 
crease; treasurer, D. Burton Blanton; 
secretary, H. L. Ford, resident repre- 
sentative of the Middle Atlantic Shoe 
Retailers’ Association. 

Immediately following the dinner 
which preceded the meeting, the loca 
shoe retailers were addressed by Cal 
J. Mensch, secretary and managing 
director of the Middle Atlantic Shoe 
Retailers’ Association, with member- 
ship in Pennsylvania, New Jersey, 
Maryland, Delaware, Virginia, and the 
District of Columbia. 

Mr. Mensch stressed the importance 
of collective action by the local retail- 
ers, pointing out that the day of in- 
dividual thinking was at an end and 
collective operation was the logical 
procedure for the Richmond retailer. 
He added that the real competition 
faced by retailers was not among 
themselves, but rather a concerted ef- 
fort to obtain more of the consumer’s 
dollar now being spent for other things. 

The members of the association are: 
D. B. Blanton, Greentree’s; Harry E. 
Cohen, The Schiff Co.; J. H. Geiger, 
Geiger Shoe Corp.; Lewis F. Jacobs, 
Jacobs & Levy; H. L. Kelley, Walk- 
Over Boot Shop; Thomas F. Kilcrease, 
Miller & Rhoads; W. Fleet Kirk, Kirk- 
Parrish Co., Inc.; T. B. Marston, 
Floresheim Shoe Store Co.; Warner 
Peirce, Peirce Shoe Co.; C. J. Shaw, 
Greentree’s; H. L. Smith, The Young 
Men’s Shop; W. A. Sorg, W. A. Sorg 
Co., and C. A. Thurston, F. W. Dabney 
& Co. 

Warner Peirce, an ex-director of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, presided. 


Milwaukee Factories Report 
Business Fair 


MILWAUKEE, WIs. (UTPS)—Produc- 
tion at Milwaukee shoe manufacturing 
plants generally remains at a practi- 
cally unchanged level from a month 
ago, increases in some factories off- 
setting decreases noticeable in others. 
Most officials, however, look for a 
marked upturn in the trade within 
thirty days, in accordance with sea- 
sonal buying. 

After a somewhat slow second 
quarter this year, production at the 
Huth and James Shoe Manufacturing 
Co. has returned to a more normal 
basis, similar to that prevailing dur- 
ing the’first three months of the year, 
according to Edward C. Huth, vice 
president. 

“Business is brisker now than it has 
been during the last sixty or ninety 
days, which is in accordance with the 
seasonal fluctuations inspired by ship- 
ping of fall merchandise,” Mr. Huth 
said. 

At present the plant is producing 
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3,300 pairs a day and employs approx!- 


mately 500 persons, practically un- 
changed from the same period a year 
ago. ; 
Other manufacturers report a fair 
business during July but not as much 
as expected, the hot weather having a 
great deal to do with putting off buy- 
ing. The real opening is expected 
about Sept. 1. Some firms report July 
being behind the same month a year 
ago. 

eThe State in the lead in orders for 
July again is Ohio, closely followed by 
Illinois, Chicago being the leading city 
because of its size. The South has 
slumped a bit from the month previous 
and the. extreme East is also behind. 
California leads in the west. Min- 
nesota is ahead of Wisconsin and Iowa. 
New York is leading Pennsylvania and 
other eastern states. 

Collections are said .to have been 
just a shade better during July than 
during June, indicating a loosening up 
of finances. Credit extensions are fall- 
ing off as business increases. 

The leathers most popular during 
the past month were black kid, which is 
in high favor in women’s shoes, as well 
as one color dark brown. Lots of satin 
kid has also been used, it being in de- 
mand. Snake was used in good 
quantities for trims. 

As a whole, the months of August, 
September and October should be the 
best of the last half of the year, manu- 
facturers predict. With the coming of 
cooler weather buying will pick up and 
factories will increase their shipments. 


Fewer Shoes Exported 
from Czechoslovakia 


New YorK.—Exports of shoes from 
Czechoslovakia for the first four 
months of 1930 dropped about 25 per 
cent in volume as compared with the 
same period of 1929. The total value 
of shoe exports increased, however, 
from $11,061,000 to $11,275,000, in 
spite of the decreased pairage. 


New Shoe Department 


New YorkK.—Louis Livingston, for- 
merly in charge of Pedimode Fifth 
Ave., will open an exclusive shoe de- 
partment in the Martha Norden Shop, 
20 East 56th St., where a high grade 
line of women’s footwear will be 
handled, retailing from $15 up. It is 
planned to open the new department 
about Sept. 1, according to Mr. Liv- 
ingston, who at one time operated two 
metropolitan shops before his connec- 
tion with the Julius Grossman Co. 


Goldstein Resumes 


New YoRK.—William Goldstein, who 
formerly operated the Wm. Goldstein 
Shoe Co., has resumed business under 
the name of Goldstein Footwear, Inc., 
with factory at 127 Spring St., New 
York City. Mr. Goldstein will devote 
himself to the manufacturing of high 
grade bench-turned shoes to retail 
from $16 up to $50, as he has done for 
the past several years. 





EVEN the small boy is caught in the moaen 
demand for speed. He is learning by imitation 
to drop the non-essentials. He wants shoes that 
lace quickly and easily. Lacing Hooks are what 
he needs, and parents will welcome the advan- 


tages they give. Point out the benefits of lacing 


hooks to all customers for boys’ shoes. 


TUBULAR RIVET & STUD COMPANY 


United Shoe Machinery Corporation, Selling Agents 
140 FEDERAL STREET -:- BOSTON, MASSACHUSETTS 


ACING HOOKS 
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Interest in Blacks Growing 


Seattle Shoe Merchants Note Perceptible Trend and Trace It 





SEATTLE, WASH. (UTPS)—Shoe de- 
artments and specialty shoe shops in 
Seattle are drawing to a close their 
July sales, and early in August new 
fall stocks will be on display. Reports 
indicate that sales have been satisfac- 
tory, progressing without drastic price 
cuts except in a few lines, but conver- 
sation with managers reveals that con- 
certed efforts to completely clear out 
summer stocks during the last week 
of July may bring about added price 
reductions. 

Seattle’s summer shoe season is very 
short, and not always sweet. If warm 
weather comes during the early part 
of une, sales of light shoes begin and 
kee}, up pretty well during the follow- 
ing six or more weeks, reports of shoe 
me!) indicate. But if warm weather 
does not come until July, as was the 
cas’ this year, summer shoes do not 
move well, and the customer will buy 
only one pair instead of a possible two 
airs. 

4 Seattle women have been asking 
about fall styles since the first of July, 
shoe men reveal, and when they learn 

that dark colors are favored are in- 

clined to buy black instead of a lighter 
color of shoe. The desire for economy 
is prompting this, shoe men believe. 

Leathers are favored. Linen and like 

fabric shoes have made only a slight 

impression. 

Baxter and Baxter report that more 
than 85 per cent of their sales are for 
cash on shoes ranging from $6.95 to 
$11 or more per pair, and from this 
fact base their observation that Seattle 
is decidedly not in the financial dumps. 
This store does a large yearly business 
in the better class of women’s shoes. 
Other stores having both cash and 
credit customers report a compara- 
tively small percentage of charges. A 
number of Seattle shoe stores are oper- 
ated on a strictly cash basis and they 
report good business. 

Wallin and Nordstrom are enlarging 
their store and remodeling the prem- 
ises, and when they formally open the 
enlarged quarters on August 12 the 
firm name will be changed to Nord- 
strom’s. The new premises will con- 
sist of a main floor space of 40x110 and 
a downstairs store space of similar 
size. At present a clearance sale is 
being held. Price range in the new 
store will be $7.50 to $15 on the main 
floor and $5 to $6 in the downstairs 
store. 

E. J. Nordstrom and E. W. Nord- 
strom, brothers, are the owners. They 
also have a store in the University 
district. 

G. D. Phillips, Inc., which has been 
in business in Seattle for 39 years, will 
open a new store in the Shopping 
Tower about September 15. It will 
have a main floor space of 1814x108 
and a mezzanine and balcony. Brown 
mahogany finish woodwork will be 
used throughout the place. 

There are two other Phillips’ stores 
in Seattle, but this will be the main‘ 
store. In time the Second Avenue store 
will be closed, Mr. Phillips announced. 
The policy of the new store will be 
the same as employed in the other two. 
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to Economy Motive—Cash Sales Holding Up 





With the opening of the Phillips’ 
store, four shoe companies will be dis- 
playing their wares on the east side 
of the Shopping Tower: Turrell’s, 
Phillips’, Cinderella Boot Shop and 
Block’s. The latter has show room in 
the basement, but the other three will 
be on the main floor. 





Fred A. Eyre with Midvale 
Shoe Co. 


St. Lours—Fred 
A. Eyre, who for 
27 years headed 
Fred A. Eyre & 
Company, Brooklyn 
turn shoe manu- 
facturers, has be- 
come _ associated 
with the Midvale 
Shoe Company, St. 
Louis. Mr. Eyre 
will have charge 
of styling and de- 
veloping a_high- 
grade line of hand 
turned footwear to 
be known as Midvale turns. 





Schwartz & Rafkin Branch Oui | 


Bronx, N. Y.—Charles Schwartz and | 


Maxwell Rafkin of New York, who 
operate the Schraf Stylebuilt Shoe 


Store at 174th Street and Boston Road, | 


Bronx, N. Y., are opening a new store 
at 55 East 167th Street. 

These young men started in business 
a year and a half ago. Mr. Schwartz 
was formerly manager for Ed Fried- 
man’s shop on Fifth Avenue, Brooklyn, 
and Mr. Rafkin was manager for the 
same concern at Broadway and Forty- 
eighth Street, New York. 


See Prosperous Season Ahead | 


MANCHESTER, N. H.—Local shoe 
plants predict a prosperous fall and 
winter season with production and em- 
ployment figures already 
Several of the representative shoe men 
report orders booked well in advance 
and favorable reports now coming in 
from salesmen in their territories. The 
E. R. Apt Company, Ayer & Williams 
Company and F. M. Hoyt Shoe Com- 
pany, are among the important local 
units now under way with impetus in- 
creasing weekly. 





Avon Sole Co. to Expand 


Avon, Mass.—Continuing the steady 
growth the company has maintained 
for several years, the Avon Sole Co. 
has completed plans for the erection of 
another addition to its plant here, 45 
by 60, of two stories, to give needed 
manufacturing space. The company 
also has purchased a large mixing ma- 
chine. Harry C. Briggs, Brockton con- 
tractor, has been awarded the contract 
for the new addition. 
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The MUSEBECK DOUBLE- 
ARCH WEAR-STRAIGHT prin- 
ciple of construction gives ade- 
quate support to the arches, giving 
a normal tread to the foot, with a 
comfort never before offered in 
men’s shoes. 
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777-DS—Blk. Evans Heavy Kid .. $4.60 
666-DS—Blk. Rueping's Heavy Calf 4.60 
10-DS-—Blk. Cif. Stormwelt 4.85 






11-DS—BIk.-Clf-S-Welt-Long Ctr 










Orthopedic 
Last 
No. 1 
















70—Blk. Evans Ruby Kid.. ° 

S70—Blk. Kid, Arch-Support Insole... 4.85 
90—BIk. Mellow Kaffor-Calf 4.50 
95—Tan Mellow Kaffor-Calf 4.60 



















Combination 
Last 
No. 2 



























60—BIk. Evans Ruby Kid... eT 
S60—Blk. Kid Arch-Support, Insole .. 4.85 
80—Blk. Mellow Kaffor-Calf - 4.50 











85—Tan Mellow Kaffor-Calf... oe 4.60 


MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 
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Look Over Our Line of Men’s 





SSBSSS SSCS HE SSRBEESESESSSRS SERPS REST RRRSRTRTERPP RRS eC eee, 
D f looking f a t 
ozens OF your customers are too tng jor ee . . 9 
Te é. A Typical Crescent Winner 
e ost $2.85 5442—Pat. Rajah lizard trim, 
Across the 21/8 Spike 
Pump Sense 5443—Same in 15/8 Cuban 
5444—Kaffor kid, om lizard 
trim, 21/8 Spik 
” 
“Queen of all operas 5445—Same in 15/8 Cuban 
d 
7 eet es. 5446—Black Suede, Rajah lizird 
trim, 21/8 Spike 
Wherever there are by ns 
dance — there the D c — F | 
Pump sells big. It’s the best fit- 5447—Same in 15/8 Cuban | 
ting, most comfortable and most 5448—Brown Suede, Rajah lizard | 
popular pump in medium-priced trim, 21/8 Spike 
footwear. Carried in stock in 
patent leather, black satin, and 5449—Same in 15/8 Cuban 
Kaffor Kid. Mad a ' ‘ 
Widths, AA, A, B, C. $3.25 ade to order in any materials. All Built On Our New Exclusive Western Modified Lust 
| B and C wide Sizes 3 to 8 At Once Delivery 
| 143 Duane St. New York City 131-133-135 Duane St., New York City | 
& Pane ta a's si . a a 
¥ a\s ' 
“COMPO” Regent Opera P We Challenge Comparison With Any | 
e Challenge Comparison ith An 
egent Opera Pumps Sadie cdl P iecenteee, | 
Ot er oes in the Coun at ese Frices 
IN STOCK READY TO SHIP } | 
#1421—Patent leather opera 
R-12916 Patent Leather Louls $3.40 Kaffor tip and quarter 
> R-12910 As above Baby 3.40 20/8 high heel $2.25 
R-12926 Black Satin Louls 3.40 t $108S—teme US Se 
R-12920 As above Baby 3.40 t “tip 
B-108S eter Kid Louis 3.40 ——Z: 0/8 high 
R-12980 As above Baby 3.40 heel 2.25 
R-12996 Black Moire Louis 3.50 $1432—Same in 15/8 | Baby 
R-129M6 White Moire Louls 3.65 Louis heel _ 82.25 
‘ R-12956 White Satin Louls 3.65 — aoe “tip am 
ALL ON THE MODIFIED TOE LAST quarter, 20/8 at 
Louls Heels—AA to C $1068—Seme a1 15/8 92.35 
roedipacotinaiaing , $1451—Kaffor kid with grey 
Java lizar¢ tip an 
Write or wire orders quarter, 20/8 high heel 
$2.25 
4 #1452—Same in 15/8 _Baby 
Lazarus Fried & Sons, Inc. | Louls het 82.25 
120 DUANE STREET NEW YORK LEVEY BROTHERS SHOE CO., 145 Duane St. 
e P. a a ieee a oe | 
8 aia 














No. 2005—Patent leather, high 
heel. 
No. 2006—Fatent leather, baby 
heel. 
No. 2007—Kaffor kid, high heel. 
| No. 2008—Kaffor kid, baby heel. 
No. 2009—Brown kid, high heel. From 
No. 2010—Brown kid, baby heel. 4 
b 
No. 2030—Black satin, high heel. , 80 Cents a Pair 
No. 2031—Black satin, baby heel. Up 
Samples sent on request 
J. WEISS SHOE CO. BLOG SHOE COMPANY, Inc., 147 Duane St. 
137 Duane Street New York City 
cy Bia 
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8 ' tie , 
STYLE HITS FOR FALL Rtuw Seger Meee 
“British Stripes”—The New Mode 
IN Individuality and 
STOCK Style Leadership < 
$2.85 $2.85 
No. 7523— 
No. 7539—Brown _ Patent three 
Bagh One Tam Oxford. Mat id ‘ead 
a au wrter of Brown kid, 4 black and white Rajah 
Sasi eee Alama’ Son: Aye Bie Md 
en ac an w 
suede ord white Rajah. Also Brown iq. Black ‘lizard and. Patent. leather GuterGs Py 4 
ede and Brown kid with appliques trim. Brown suede, Brown kid and £9021—Kaffor kid oxford, stripe £9026—Kaffor kid pump, lizard 
of brown Rajah, Brown kid and Brown Rajah trimming. Brown kid, trim, baby heel striped, baby heel { 
Marron kid. High and Baby Spanish a A a4 Brown Rajah trim. £9022—Same in high heel £9027—Same in high heel 
bees ( cs ‘ wiath-—Hieh Heels piney toe widiheilieh Mees, #0023—Black suede oxford, baby ——— en sane pump, stripe | 
4, BS a c. aby Heels, * Jame rh he 90% Same in high heel 
a OS ee Y ~ Ia ee 138-140 DUANE ST. 024—Sam ei ee 
LA. F 
eae a ITTSBURGH HEADQUARTERS, HOTEL: He Nay” — LION SHOE COMPANY, Inc. 118 Duane St. 
“ iii ” ad 
“ a . 
Our salesmen are out on the road, booking a Black Kid With Genuine Black and White  ¢ 
bigger fall business than ever before. Rajah Lizard Trim, the New Advanced 
Combination for Early Fall | 
What’s the Reason? | ) 
e In High Grade Turns 
G V | 1 r In Stock, AA to C 
Our reat a ue e £7056—Black kid, center buckle, 
with genuine black and 
white Rajah lizard trim on 
e . vamp and quarter; modified 
Make sure to see this wonderfully styled line toe, 20/8 Sp. heel turn 
: : : ’ . * he? ‘ 1 
of children S, musses and growing girls shoes. 27057—Same as above in 15/8 Sp. 
q heel $4.85 ff , 
It will put you over the top for 1930. ‘ , 
Thalheim’s Wearwell Shoe Co., Inc. 1 bixsuane st] mi ott 
141 Duane St., New York “ 
sia o—- — S 
a TL s 
4 
{ 
‘ 
§ 
q 4 
4 
Sizes 3 to 7 D wide 
SC, SHED SS cccikcucdeeasedadeonekereweee eee $2.10 
BR OE ne Ce 2.1 —— 3 wntee tuaetite - ene counte 
5105 Black Baby alligator vamp, Black kip tip weno Ne Ay eee 
CE iG eta iid seinen waiceeackaaaewas ‘ . é ath « 
5106 Brown Baby alligator vamp, Tan kip tip ‘ 1614—Same in black kid, widths B to EE................. $3.60 { 
Oe WET 6500000600 2.10 161%—Same in patent leather, widths B to EE............. $3.60 
. « Samples Sent Prepaid 
B. Friedman Shoe Co. 2 
{ POWELL & CAMPBELL { 





109 Reade St., New York City 
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Men’s Shoes 
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FoR MEN 
M. A. PACKARD CO., Makers 
BROCKTON 
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NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 


Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 
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EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 
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Japanese Foot Measure 
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SAY Sars 


A simple method used to determine size of shoe by Japanese fitters 







Made from cardboard and scaled 
to indicate shoe sizes 
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When the Scrimmage Starts in 
September 


[CONTINUED FROM PAGE 19] 


Very smart effects are obtained by 
the using of deep Prado suede, with a 
lighter tone in calf trims, the large and 
small pinking and perforations being 
matters of individual selection. All- 
over black lizard is also a feature for 
Fall and Winter. It is anticipated that 
the plain lizard in small and large 
marking will take the place of the two- 
toned lizard by November. 

The allover oxford or demi-oxford in 
glace calf and calf with combinations 
of suede or lizard are featured with the 
higher built-up leather heel of slender 
contour. Wine and green, also the plum 
shades, are high fashion in these types. 

Coatings in blackened shades have 
the appearance of deepening the tone, 
especially as brown and black furs will 
be used abundantly. The velvet close- 
fitting tams and turbans, the luxury of 
much fur and the acceptance of con- 
trast leave a broad path open for the 
alert shoe retailer and manufacturer. 











hi STEADY pronrmants 


— IS WANTED SELL- 








Why Bother About Books? 
[CONTINUED FROM PAGE 27] 


which is not included in accounts pay- 
able. 

The total assets less liabilities of 
course give the net worth of the busi- 
ness and the increase or decrease in 
net worth over a period reflects the 
profit or loss made. 

To the retailer himself the profit and 
loss statement is of more interest than 
the balance sheet above described. 
However, there is a growing tendency 
among shoe manufacturers to require 
periodical statements from their cus- 
tomers—even those having a quite sub- 
stantial rating—and it is essential not 
only that the retailer not become indig- 
nant at these reguests for a statement 
of his condition but also that he main- 
tain sufficient accounting records so 
that an accurate and intelligent finan- 


cial statement may be taken from them. 
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Darker Colors 
in Volume 
for Autumn 


Lynn Factories Report Heavy 


Runs on Blacks and Browns 


LYNN, Mass.—About 60 percent 


blacks and about 40 percent browns 
is the way the shops of Lynn are run- 


ning as August starts. A high sty! 
firm reports 65 percent blacks. Colors 
like blues and greens, are being cut 
but not in as much volume as a year 
ago. Wines are noted. New mat 
finishes on colored kid are reported 
Reptiles, especially Ring lizards ani! 
alligators, are much used for trims 
The combination of black kid and lizar« 
in segmented patterns is still good. A 
gain for black calf of the glace clas 
is reported by some firms. Patent is in 
increasing use for popular pumps 
with some firms cutting as much a 
80 percent of the shiny leather. 

It’s a common opinion here that 
prices of footwear are the lowest fo 
any period since before the war. Th: 
tariff appears to have made but littl 
difference to prices of shoes so fa 
Agents of the tariff board were her: 
recently, taking testimony on domesti: 
and foreign costs of making shoes. 

Since materials are modest of color 
and finish, patterns must be smart and 
attractive. So pattern shops are run 
ning on overtime schedules. Oxfords 
ties and pumps make up the list. The 
three-eyelet pattern is a_ favorite. 
Some firms are putting on additional 
stitchers so as to do the thread and 
needle trims, like appliques, overlays, 
novelty stays or tips or foxes. The 
spectator sport shoes, which some class 
as leaders of the summer types, are 
carrying along into the Fall. One firm, 
for instance, was idling along through 
mid-summer when unexpected orders 
for spectator sport shoes, from the 
south and west, started it into unex- 
pected activity. 

These spectator sport shoes, of both 
pump and oxford patterns, are punched 
full of small holes, for both style and 
ventilation, and have clever trims. They 
outsold woven types in many places, 
even though of a higher price. 
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Gain New Attention... 








MN Ith 
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This prominent concern uses a 
display of orange raised glass 
etters—clearly legible by day 
1s well as night—above dealers’ 
loors. 


it top: Brilliant red Flexlume 
neon penetrates up and down 
the street for blocks. 


1t right: “Enna Jettick’’ in flam 
ing neon, with the other reading 
in molded raised glass letters, 
is an ideal combination for con- 
tinuous effectiveness. 
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FLEXLUME 


CORPORATION 


NEON TUBE . . . RAISED GLASS LETTER . . . EXPOSED LAMP 


To Make 


New Business 





AVE the way to a growing 

business) Make more 
people know and remember 
your location, name and ser- 
vice. Employ the surest and 
most economical means to that 
end—a_ Flexlume day-and- 
night display. 





In its 20 years of electrical 
advertising experience, Flex- 
lume has developed many 
superior and exclusive fea- 
tures. Most of these are contained in the newest 
Flexlume combinations employing our raised glass let- 
ters, illuminated from within . . . enhanced with bril- 
liant red or other colors of neon tubing .. . or flashing 
exposed lamp bulbs for spectacular impressions. 


Make your place of business “stand out’ with a 
Flexlume . . . individually designed for your particular 
needs and location. Consult a Flexlume representative 
in your city or write us to submit color sketch, without 
obligation. You may also be interested in our monthly 
service-rental plan, giving you 
new values in advertising. 
FLEXLUME CorPoRATION, 1018 
Military Road, Buffalo, N. Y. 
Factories also in Toronto, Can.., 
Atlanta, Ga., Kansas City, Mo., 
and Houston, Tex. 





Sales and Service Offices in Chief 
Cities of U. S. and Canada 
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OR COMBINATION SIGNS 


WHERE TO BUY 
Men’s Shoes 





“A MAN'S DECISION” 
THE 


SHOE 


Besten—183 Essex Street 


N. Y.—015-017 Marbridge Bidg. Mass. 











WHERE TO BUY 


Women’s Shoes 





Ultra-Smart Sandals 


Complete color 
combinations 


Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, IN 
33 West 27th St. * ag 








CUSHION SHOES 


FOR WOMEN 
THE JOHN EBBERTS SHOE ©0., INC. 
IN Buffalo, N. Y. STOCK 











WHERE TO BUY 


Shoe Forms 


Jatry Forms 
) for Shoes and Hosiery 


made of white, 
transparent or colored 


a FAIRYLITE 
Shoe Form Co.,Ine., Auburn, N. Y. 





WHERE TO BUY 


Store Fixtures 


HIAVE Y t THE 
We on, ORO ODORS OO) Un Ow Wt W-W O Le 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


GOODWIN & CO., Inc 
Worcester, Mass 


4 COPY OF 


Cc. I 
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One Year and Out 


[CONTINUED FROM PAGE 29] 


them down the public’s unwilling 
throat, which for twelve whole months 
has said, ‘No, sir; we don’t want 
them.’ 

“Few merchants have any realiza- 
tion of the appalling high cost of sell- 
ing year old goods. All that time, 
worry, and expense, besides producing 
no more than it costs, is just so much 
effort taken away from the profitable 
merchandise.” 

“But, my young friend,’ Mr. Bil- 
lingsly protested, “couldn’t you simply 
leave those old shoes in stock, even if 
you didn’t invoice them, and let them 
—er—let them sort of drift out with 
the other goods?” 

Charley shook his head. “Then we’d 
be just like all the other stores. We’d 
lose all our ‘new shoes only’ prestige in 
the minds of our customers and of our 
salesmen. 

“Besides, shoes don’t ‘drift’ out. 
Each pair has to be definitely sold to 
some individual customer who selects 
it in preference to any other shoe in 
the store. So what chance does a year- 
old shoe have in competition with so 
many clean fresh styles? It’s mighty 
slim. 

“As I said, there’s no profit in year- 
old shoes. Yet if we sold them out in 
our own store we would be shoeing up 
a lot of our own customers, preventing 
them from buying other shoes on which 
we make a profit. The job lot man 
sells them to people who don’t trade 
here anyway.” 

Mr. Billingsly rose to go. “I’m glad 
indeed,” he said, “that my suspicions 
have proved entirely groundless.” 

Charley laughed. “Oh, I knew you’d 
see the light. Don’t go yet, for I’ve told 
only half the story, the half that deals 
with the public and the prestige our 
‘one year and out’ rule creates. Ex- 
ternal, you might call it. The internal 
benefits are equally remarkable.” 

That, too, sounded interesting to Mr. 
Billingsly, so he sat down again and 
listened. 

“Before we turn these dead shoes 
over to the Junior League,” Charley 
went on, “we hold a serious post mor- 
tem over them. We consider each pair 
individually and try to determine ex- 
actly why it died on our hands. 

“Frankly, Mr. Billingsly, in those 
semi-annual post mortem examinations 
we learn more solid merchandising les- 
sons than we do at any other time. 
And we learn them more thoroughly, 
more definitely, and at less expense. 

“We learn there what types to avoid, 
what prices to be careful of, what fac- 
tories to let alone, what sizes to ease 
up on, and many other points we would 
never have thought of. We learn the 
danger of reordering, and the perils of 
buying a big lot of anything, no matter 
what. 

“Many’s the time we have found too 
many staples in these discards, and 
upon investigation have discovered 
that some of the lines which we thought 
were absolutely necessary, were slowly 
dying on our hands. Besides, people 
like clean, fresh looking shoes in 
staples just as they do in novelties. 
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Any shoe a year old looks the part, 
I can tell you. 

“If we permitted any flexibility to 
this ‘one year and out’ rule the morale 
of our whole organization would crack, 
As it is, all of us are keyed up to the 
necessity of selling every pair we can 
before it reaches that dead line. 

“Our monthly inventory of what we 
call the ‘danger lines’ those between 
seven and twelve months old, is the 
whip that keeps cracking: over our 
heads all the time. (See Fig. 2.) 

“You can see how it works. We make 
a new ‘danger lines’ sheet every six 
months, copied right from the inven- 
tory. Then on the first of each suc- 
ceeding month we bring to the office 
a sample of every line on the list, with 
its size schedule. That way we can’t 
possibly overlook any old stock. 

“Then we do something to those 
shoes. We don’t simply let them slide 
along and get older month by month. 

“We have learned that retailing is 
primarily the business of selling. If we 
ean’t sell successfully all our other 
abilities are of no value. 

“So we bend every merchandising 
| effort on the shoes we know will have to 
be given away at the next inventory. 
Consequently there’s less to be thrown 
out than you would think. Our rule 
forces us to be good uerchants; it 
helps us more than it punishes.” 

Mr. Billingsly interrupted Charley's 
speech. “Your points are well taken,’ 
said he, “but I can see you don’t agree 
with many merchants to whom I have 
talked. 

“They seem to think that the strain 
for turnover has been overdone; that 
proper service to the public demands 
the carrying of what might be called 
‘accommodation merchandise,’ items not 
called for often, but yet necessary to 
a@ complete, or rather, an adequate 
stock.” 

“We agree to that theory,” Charley 
answered, “yet I fancy we would all 
have widely divergent ideas on just 
what constitutes an adequate stock. 
Our idea is that we are under no ob- 
ligation to carry anything for any 
customer who does not come in for 
that thing once a year.” 

“H’m, maybe you’re right.” 

“So our ‘one year and out’ rule points 
out the items not necessary to an ade- 
quate stock. Then, by all the rules of 
merchandising and turnover, whenever 
we rid ourselves of those unnecessary 
items we automatically make room for 
other items the stock really needs. Thus 
our rule really operates toward an 
adequate stock rather than away from 
hg 

“Why is it,’ Mr. Billingsly asked, 
“that more shoe men, seeing your suc 
cess, don’t follow the same plan?” 

“They haven’t the nerve. In fact 
few of them have ever considered that 
retailing requires courage just as it 
requires experience or capital. They 
would like their stocks in the condi- 
tion of ours. It’s easy sailing, they 
say, once you get the old stuff all out. 

“But the first dose—well, it’s really 
too hard to take.” 
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The Salary Raises go to 
THE MAN WHO KNOWS 


He’s the valuable man around any business. Responsibilities 
gravitate to him. Promotion and pay come his way. He knows 
the terms of the trade because he makes it his business to know 
them. He is eternally on the lookout for reasons why. He’s 
respected by his superiors and companions alike. He gets ahead. 


You can’t expect to go far in the shoe business until you know 
shoes as merchandise, shoes in relation to the customer, their 
methods of making, the types of leather that go into them, their 
cuts and purposes, and the many terms and technicalities of the 
trade. 


LEARN QUICKLY THE LANGUAGE OF SHOES 
AND LEATHER 


By applying yourself just a few minutes a day in your spare 
time, you will be astonished how quickly you can master the 
language of Shoes. You will be surprised how much more 
effective it will make you in stock work and at the fitting stool. 
All you need is a copy of: 


THE 
SHOE and LEATHER 
LEXICON 


This compact, exhaustive little book will help you, as it has 
helped hundreds of others. It is an illustrated glossary of the 
trade and technical terms relating to Shoes, also Leather and 
other Shoe Materials and allied commodities. Especial refer- 
ence is made to the production, distribution and retail merchan- 
dising of the finished article. 


From its eighty-three pages you can get quickly and easily the 
knowledge that will help to increase your earning power. It 
will give you the facts that you need every day. The text is 
brief, but comprehensive, and when you have mastered it, you 
will have an invaluable store of knowledge. 


Just printed in its Sixth Revised Edition, and just 
the right size to fit your pocket. The price is fifty 
cents a copy, cash with order. (Money order, cur- 
rency or stamps accepted.) Clip the coupon and 
mail it today. 











BOOT and SHOE RECORDER 
239 West 39th Street, New York, N. Y. 


Gentlemen: 

Enclosed please find fifty cents 
Money Order Currency Stamps 
for which send me a copy of the Sixth Revised Edition 
of THE SHOE and LEATHER LEXICON. 


Name 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





HORCO SLIPPERS are made better 
—and sell better—than any other 
slippers on the market in the popu- 
lar price class. 
Catalog on Request 
VINCENT HORWITZ CO., 
64-76 West 23rd St. 


Inc. 
New York City 


g. HAND-TURNED 


LEATHER SLIPPERS 
IN STOCK : 


Boston Office: 
207 Essex St. 

















1930 
Catalogue sent 
on request. 


¢ 








ABBOTT SHOE CO. 
NO. READING, MASS. 


High Grade Turn Mules 
and D’Orsays 
Catalogue sent on 
request 


Portetyio Footwear Mfg. Co., Inc. 
Factory and Salesroom 
40-46 West 25th St. New York City 


MEN’S FINE 
HAND TURNED 
SLIPPERS 
—* 


eait 15 to fo 83.50 Ww. S. a, & SONS 
Haverhill, Mass. 
Beston Office: Room 501, Statler Bldg. 


IN-STOCK Women’s D’Orsay 
Slippers 

In a wide variety of 

colors — Combining style 

with comfort. Created by 

the manufacturers of 

Poe, 


ay 
ind Prices 
be Request 


SWAN SHOE CO., INC. 
Manufacturers 
New York Office—Room 551, 





























Pullman Slippers 
Nationally known 


BALTIMORE, MD. 
Marbridge Bidg. 





Discuss Styles and Selling 


[CONTINUED FROM PAGE 37] 


This style means that shoes will be 
made up in one color but with different 
materials so the contrast comes from 
varied leathers in the surfaces and not 
in the colors. A monotone shoe may be 
all black, brown or garnet, yet when 
it is made in two surfaces there is a 
definite contrast and the result is a 
pleasing and striking shoe. Contrast- 
ing materials are used less for trims 
this season than for half and half com- 
binations. Reptile leathers are popu- 
lar and there is a green lizard shown 
which has a soft tone, delightful with 
fur browns,” Miss Kerr asserted. 


“The most popular brown shoe this 
season will be a very dark shade which 
will have the quality of black. Smart 
women will wear dark red, deep blue 
and dark reptile shades this fall and 
winter. Some browns will follow shades 
of fur and in some instances color de- 
signers will go to furs for their shades. 
Women no longer will wear a com- 
plete outfit of one shade as contrast is 
needed for the smart dressed women 
this coming season. Black and brown 
will be worn by the best dressed women 
in their ensembles. With these colors 
a new shade, cinnabar, a deep red, 
will be popular. 


“A design which is making rapid 
progress among the smart shoe cen- 
ters this season is the semi-oxford, a 
low cut oxford built on a pump last. 
The result is a graceful shoe, keen for 
street wear and admirably suited to 
the half-leg gown lengths which seem 
the thing for daytime wear at this 
season. A strap running across the 
toe of the semi-oxford is something 
new for this season. Shoes for the 
sports spectators are usually monotone 
with high solid leather heels. A nov- 
elty in golf shoes is calf and cotton 
tweed combination which has anes 
wearing qualities and is _ decidedly 
smart,” according to Miss Kerr who, 
in summarizing, said dark shades will 
predominate in all of women’s dress. 


Dan Hickey of New York, represent- 
ing the American Leather Producers, 
gave an interesting address on how 
leather is manufactured. 


“America has taken the lead in 
leather finishing for shoes through the 
use of various inventions and methods 
which make the finished product a 
durable and fine surfaced finish,” Mr. 
Hickey said. By several reels of mo- 
tion pictures he depicted how hides are 
obtained and converted by various 
processes into the finest of leathers for 
milady’s shoes. American tanners now 
use 22,000,000 cow hides, 42,000,000 
sheep and lamb hides, 50,000,000 goat 
hides and 16,000,000 calf hides an- 
nually, he said, in making footwear for 
the nation and for the export trade. 
Leather cannot economically be _ re- 
placed by any kind of fabric or com- 
bination of other materials, Mr. 
Hickey declared. 


Shoe merchants were urged by 
Ernest A. Burrill of Boston, director 
of education for the National Shoe Re- 
tailers’ association, to “mind their own 
business” in connection with the chain 
store movement. He said he believed 
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entirely too much attention was being 
given to attacks on chain stores which 
he thought owed their existence to a 
demand on the part of the buying pub- 
lic. Mr. Burrill added that indepen- 
dent merchants are sometimes unfair 
in their practices and advertising and 
should not condemn the entire chain 
store systems for some of their seem- 
ing indiscretions. To offset the chain 
store, the speaker urged the indepen- 
dent retailer to “put his store in or- 
der” and give the public the service 
they demand and rightfully deserve. 


In an interesting talk the first day 
of the convention on “This Thing 
Called Merchandising,” Mr. Burr'|] 
outlined some of the basic facts every 
shoe retailer should know in regard to 
the conduct of his business, such as 
mark-up, expense analysis, unit con- 
trol and budget buying. 


Charles E. Parker, Wausau, cashicr 
of the American National bank, said in 
his address on the “Relation of the 
Shoe Dealer to the Bank,” that tl 
present business depression will nv 
last long “because the American people e 
will not stand for it,” and prophesie | 
the depression would come to an en! 
early in 1931. He said the mental a: 
titude of the public has more effect on 
so-called “hard times” than anythin 
else. 


“Some people blamed the stock mai 
ket for the depression, stating tha' 
business was better before the marke: 
broke and that the market calls for 
too much funds from general business 
If this were true why has not busines: 
improved since the break in the market 
which must have released those fund 
that are said to have been drawn into 
it? The fact is that business was bet 
ter while the market was active and 
business has been retarded since the 
market failed,” he said. 


Earl Logan of Chicago, shoe styl 
and business specialist, urged mer 
chants to stock two ranges of prices 
in shoes. For example, he said, these 
to be $6 and $10. Too many grades 
and prices tend to ruin business as 
they entail heavy stocks. Merchants 
should be more careful in buying and 
present better stocks in their stores, 
he said. The public today is paying 
more attention to appearance than in 
the past several years art those per- 
sons seeking style and service want 
those features in low priced shoes as 
well as those who buy only the higher 
priced articles, Mr. Logan said. 


C. J. Renland of Green Bay, won 
the golf tournament conducted on the 
American Legion course in the conven- 
tion city the final morning of the con- 
vention. Twenty-five golfers partici- 
pated in the event. 


One of the feature entertainments 
during the convention was a mardi- 
gras held Tuesday evening at Eau 
Claire Dalles Park on the Eau Claire 
river, twenty miles east of Wausau. 
Dinner was served there to 225 visi- 
tors and guests. Dancing and card 





games followed. 
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The GENERAL LEATHER COMPANY 


Announces the 


APPOINTMENT 


an @6 


DEAUVILLE IMPORT CORP. 


=— 28 — 


EXCLUSIVE DISTRIBUTORS 


of its Unusual Line of 


SHOE LEATHERS 


In Appointing the DEAUVILLE IMPORT CORP. as Our Sole Repre- 
sentatives in the Shoe Industry, We Have Done so With an Eye to 
the Great Strides This Organization Has Made in Presenting Products 
of Definite Value and Style Enhancement During the Past Few Years. 


As Our Initial Contribution to Fine Footwear, we Present 


“CREPE-DE-FLEX” 


A NEW, *WASHABLE Shoe Leather of Unusual Beauty and Finish, 
Available in All Wanted Shades. 


GENERAL LEATHER COMPANY 


420 FRELINGHUYSEN AVE. 
NEWARK, N. J. 


The GENERAL LEATHER COMPANY, since its inception in 1862, has produced Qual- 
ity Leathers for a number of varied industries. Our plant, comprising 380,000 square feet 
of space and equipped with the most modern machinery, is your assurance of our ability 
to produce shoe leathers of absolute dependability and distinctive beauty. 


*WASHABLE with any Non-Alkali Soap and Water 
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WHERE TO BUY 
Men’s & Women’s 
Slippers 


hE Eee 


Cyceeoee eoccce’) 
Turns only— On— 
waoeree on IN STOCK 


<NANS 


Ne. 434—Tan 
Kid Byerett 
$2.65 








O< B. EVANS’ S0N CO., Wakefield, Mass. g 
GOVGHOH DHSS CSO SHOOSDED 


WHERE TO BUY 
| Pullman Slippers 





PULLMAN SLIPPERS 


Blue, green, black, tan and red 
carried in stock. Write for samples. 


LYONS & COMPANY 
122 Duane Street, New York City 











WHERE TO BUY 
W ork Shoes 


Ci ei eel 


ASS BREE 


SHOES 


rite Dill the ad ~ 
> /ts buill for Service 


Free Style Booklet on Request 


_H BASS ke CO. 11 Mom Street WILTON, MAIN 








& SALES OFFICE 
82 Lincoln Street, Boston, Mass. 


Goodwill Shoes 


‘For Hard Service and LongWear’ 
2 Work and Service Shoes In Stock ef 


Do You Know? 


That you can buy or sell it — 
the Classified Dept. columns. 

Ay yh Ae me 
saver in meeting immediate needs. 














Making Leather 


Right for Shoes 


[CONTINUED FROM PAGE 31] 


Instead of being glazed, leathers to 
be finished dull often are run over a 
brushing wheel that imparts only a 
mellow gloss. Whatever the finish, the 
tanner governs these final operations to 
make the leather look as it should in 
the made-up shoe. 

When an extra smooth surface is 
wanted, the leather is placed in a large 
hydraulic press with smooth heated 
plates that are clamped together on the 
leather under a pressure of several 
hundred tons. On this same machine, 
pebbled or grain effects may be em- 
bossed with equal facility, by substitut- 
ing a properly engraved plate for a 
of the smooth plates. For impartin 
final smoothness, taking away the By 
tiny wrinkles and making edges lie flat, 
ironing by hand often is included as 
the last operation in making fine 
leathers. 


Grading Finished Leather 


Sorters take the finished leather, see 
that it is properly trimmed and graded. 
Then it is measured for thickness and 
area by machines and each piece is 
properly marked to be checked out of 
the tannery—usually bundled in pack- 
ages of a dozen pieces—in which form 
it is received by the shoe manufacturer. 

The outsole of a shoe is its founda- 
tion; the insole is its keystone, often 
considered by shoe manufacturers its 
most important single part. Both have 
much to do with the appearance of the 
modern shoe, the comfort it is to give, 
the service it is to render. 

Man’s first known use of leather for 
foot protection was to cover the bot- 
toms of his feet—as late as the days 
of Caesar, soldiers’ sandals were made 
of properly shaped flat pieces of heavy 
sole leather with simple thongs to hold 
them in place. Through the ages the 
importance of good leather for shoe 
soles has been recognized. 

The specific requirements of the sol- 
ing material that is to make attractive, 
comfortable, durable shoes may be out- 
lined. To be right a shoe sole must, 
for appearance, be firm, capable of 
good edge, resistant to permanent 
changes in shape. 


Qualities Making for Comfort 


For comfort it must feel light, 
breathe, absorb perspiration, resist 
water, be flexible, be slip-proof, main- 
tain proper foot temperature. 

For service, it must wear long and 
uniformly, hold stitches, stand much 


The tanner knows these requirements 
thoroughly and not only meets but ex. 
ceeds them in making sole leather, 

* Moreover he knows that manufacturers 
of various types of shoes must work 
leather in different ways. It is a tribute 
to the tanner’s skill that he succeeds in 
providing the kind of soles that various 
manufacturers need as well as in turn- 
ing out a product that is more popular 
today than ever before. In making 
sole leather, incidentally, it is univer. 
sally agreed that American tanners un- 
derstand the conditions under which 
shoes are worn in this country better 
than do the tanners of any other coun- 
try. 


Four Sole Leather Tannages 


The principal kinds of sole leather 
now made in American tanneries are: 
(1) Oak, tanned mainly with oak bark 
and chestnut wood extract; (2) Union, 
tanned with a combination of extracts, 
often including oak and hemlock; (3) 
Chrome, tanned with salts of the meal 
chromium either with or without other 
metallic salts; (4) Combination, tanned 
by a process that combines (1) or (2) 
and (38). 

Oak and Union are classified together 
as vegetable tanned leathers because 
they are tanned with extracts made 
from vegetable barks, woods or fruits. 
Formerly three classes of vegetalle 
tanned leathers were recognized—Oak, 
Hemlock and Union—Oak being tanned 
with oak bark, Hemlock with hemlock 
bark and Union with a mixture of the 
two barks. Oak made a very mellow, 
light creamy tan leather, Hemlock a 
hard, reddish leather and Union a 
leather combining the properties of 
Oak and Hemlock. 


Identifying the Tannage 


As the supply of these barks became 
more and more limited, other vegetable 
tanning materials came into use and at 
the present time practically no Hemlock 
leather is made and leather having 
more or less the properties of the origi- 
nal Oak and Union leathers but which 
are tanned with a variety of materials 
To the buyer of sole leather moreover 
these terms today mainly denote the 
manner in which the leather has been 
trimmed, less of the poorer parts being 
left on an Oak back or bend than on a 
Union back or bend. 

Often the tannage of sole leather can 
be told by its smell, feel, color, flexi- 





wetting and drying. 


bility and the appearance of its edge. 








Oak 


Punget 
Silky-smooth 
Russet 


Smell 
Feel 
Color 


Edge 


Pungent 
Creamy- 


Firm 
Smooth-bright 
High 


Flexibility High 


Union 


Silky-smooth 


Firm 
Smooth-bright 


Combinatior 
None 
Smooth 
Golden 


Chrome 
Faintly lardy 
Silky-smooth 
Greenish-gray 

to gray 
Soft 
Semi-smooth 

to smooth 
Usually high 


tan 


Smooth 


Very hig! 
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They MUST 
BE GOOD 


To overlook the 
sales appeal of 


YXPON 


ELL-DRESSED men, critical in 

matters of dress, ask for BOND 
STREET Spats because they are at once 
assured of smart, correct cut, finished 
tailoring, fit and comfort. 


for slipper uppers 


HE turnover of slippers with 


Zapon uppers is fast, the profits 
are correspondingly large—are you 
in on these consistent profits? There 
is no substitute for Zapon or the 
popular demand it has created among 
every class of slipper buyer—here is 
the reason: 


Zapon is beautiful in both its vivid 
range of colors as well as exquisite 
patterns. Its kid soft texture brings 
the wearer easy-fitting comfort and 
foot ease; its durability real economy 
through long wear. 


It’s never too late to feature Zapon 
—to profit by its proved sales appeal. 


Important: Look for the Zapon label on 


every pair of slippers you buy. It is your 
protection that you are getting the best. 


BOND STREET 
ADVERTISING 


This year’s 

merc handia- 

ing program 

(the biggest 

and most 

unique aspat 

mcampaign 

ever launch- 

ed) will in- 

clude timely, 

interesting 

weckly broadcasts over a 

national radio hookup, a 

consistent schedule in The 

Saturday Evening Post and 

Vanity Fair, new attractive 

packages, window and coun- 

ter cards and other effective 
merchandising helps. 


Alert merchants like them because of the 
acceptance they enjoy, because their un- 
questioned quality assures customer satis- 
faction, because of their wide selling 
range ($1.50 to $5.00), availability and 
the vigorous merchandising cooperation 
behind them. 


To have become the best known, most 
demanded spats in America, fine BOND 
STREETS must be all they are reputed to 
be. The reason is—strict adherence to 
the high standards laid down by those 
master English stylists over whose author- 
itative patterns they are cut. 


The season is not far distant, so write 


today for full details of the line and sell- 
ing plan. The Williams Mfg. Company, 
Portsmouth, Ohio, U. S. A. 


Izarine—continuing as the most talked 
of profit builder for 1930. Chamois soft, 


7ARINE waterproof, offered in a wide variety of 
color and patterns. 


Send for Samples 


THE ZAPON COMPANY 
STAMFORD, CONN. 


D STREET 
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WHERE TO BUY 
Ballet Slippers 





BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 

Soft Toe 


Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women's 2% to 8— 1.45 
Also Hard Toes 
SCHWARTZ & ye ye an 
Specialists in Ballet and Comfort 
241 No. 11th St., Philadelphia. E Pa. 











In Stock Black Ballet 
Slippers 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC, 
147 Duane Street, 
New York City 











eee 
Rights and Lefts 
Two Grades 
Wos. Miss. Oni. 
$1.50 $1.45 $1.40 
1.86 1.80 1.25 


In Stock 
325 West Monroe 














Lefts and Rights Expertly Designed 
Misses & 
beter x | Childrea’s 
le Ne. $1.4 
Steck Ne. 500—Buck Sole 200 1.98 
H. F. MALOTT SHOE CO., Manufacturers 
1915 Girard St., Chieage 








*KENDALL anor + 
BALLET orem 
A sideline of 


BALLET 
SLIPPERS 


WILL PROVE 
A MONEY 
MAKER 


IN 
STOCK 


Orders filled day received 
SEND FOR CIRCULAR DEPT. C. 


¥ KENDALL SHOE COMPANY » 
HAVERHILL, MASS. 














Brooks’ Toe Slippers 


In Stock 


Women Misses Children 

618 Black Kid....$2.80 $2 

608 Pink Satin... 3.15 J 
Coast Prices Slightly Higher 


‘ BROOKS SHOE MFG. CO. 


Philadelphia—Swanson & Rit- 
mer Sts. 


Los Angeles—1162 So. Hill St. 














Each method of sole leather tanning 
must use its own peculiar processes 
for successful result: for instance, to 
tan good vegetable-tanned sole leather 
requires two to six months, according 
to the thickness of the hide; to make 
chrome leather from the same hides 
would require tv o to six days; and to 
make combination tanned leather a 
length of time in between. Each proc- 
ess includes so many variable factors 
that the properties of the resultant 
leather can be changed within com- 
paratively broad limits. Nevertheless 
leather tanned by each of the three 
processes, vegetable, chrome and com- 
bination, has individual characteristics 
which identify it and make it more or 
less desirable for soling shoes. 

Though official tests are not avail- 
able covering all properties of sole 
leather the U. S. Department of Agri- 
culture throws light on the relative 
wear of several tannages and of one 
leather substitute made of fiber. 


VEGETABLE 


Chestnut 
Belting 


Average 


Average 
FIBER, 122 days 


The characteristics of these leathers 
—if we consider “average” vegetable 
and chrome sole—are presented by the 
U. S. Bureau of Standards in this way: 

“Although vastly superior in wearing 
quality by comparison with the vege- 
table leather, chrome sole leathers, in 
general, have disadvantages in appear- 
ance, lack of firmness, lack of water 
resistance, and tendency to slip which 
can be only partly overcome by the ad- 
dition of certain filling materials. 
Whereas such chrome leathers have a 
limited application, the field of useful- 
ness could be broadened with conse- 
quent economic advantages to the pub- 
lic by reason of the greater wear ob- 
tainable, should a method of preparing 
chrome leather be developed which 
would give it more nearly the desirable 
qualities of the vegetable leathers.” 

The same paper points out that in 
damp weather, chrome soles absorb 
more moisture and swell about twice 
as much on thorough wetting as do 
vegetable tanned leathers. Improved 
methods of tanning and finishing 
chrome leathers have seemed to make 
possible in considerable measure a 
realization of the desirable improve- 
ments outlined by the Bureau. 


Annual Meeting Held 
By Walk-Over Dealers 


BRocKTON, Mass. — Announcements 
by President Harold C. Keith that very 
good prospects for improved business 
this fall and through next year are in 
sight and from Louis K. Liggett, presi- 
dent of the United Drug Co., that “the 
chain store is not a real menace to the 
business man who will get out and 
work” featured the annual gathering 


56 


of the Walk-Over Dealers’ Association 
held at the George E. Keith Co.’s Walk. 
Over Club last week, July 22-24. 

At the annual election the old board 
of officers was returned as a tribute to 
their successful administration. The 
officers, presented by Sydney Stokes of 
New Haven, Conn., nominating com- 
mittee chairman, are: President, 
Edmund B. Stern, Tulsa, Okla.; vice- 
president, Earl F. Woodward, Colum. 
bus, Ohio, secretary-treasurer, Leo Ff, 
Garneau of Lawrence. Twenty-nine 
States and Canada were represented at 
the sessions, and there were two dele- 
gates present from California. 

President Stern opened the final 
day’s program at which H. W. Cope- 
land, sales manager, outlined the com- 
pany’s new merchandising  plzn. 
Arthur I. Loheed and Al W. Luz, 
supervisors of the women’s and me?’s 
departments, told of the new lines aiid 
their features, and Arthur J. Chase, 
head of the in-stock department to!d 
the stock story. H. Russell Brown .f 
Gloucester, a dealer, explained how 
used the Walk-Over sales system. 

Mr. Liggett took for his topic, “Tie 
Chain Store and Its Lesson for Walk- 
Over People.” He declared the “chain 
store is here to stay but they cannot 
and will not destroy the individual re- 
tailer who knows his business and kee})s 
abreast with the times.” He pointed 
out that the retailer must have sufii- 
cient capital in his own business and 
can have if he attends to his business. 
He said he could show from recoris 
how individual stores had done more 
business in the past year than had in- 
dividual units of his chain of stores. In 
closing he likened the present trend of 
business to an airplane just skimming 
the water in its take-off. He said that 
by the early part of 1931 the craft 
would be in full flight, and that pro:- 
pects for a successful venture were 
very bright. 

The advertising section of the session 
was presented by W. Leslie Seaman of 
New York, who explained the national! 
campaign, and William T. Card, the 
company’s advertising manager. Dr. 
Joseph Lelyveld of Rockland explained 
the features of the new Walk-Over 
Main Spring Arch line. 

At the opening day’s session th: 
speaker was George B. Roberts, sta 
tistician of the National City Bank of 
New York, who showed how th 
country had reacted to past depres 
sions. He declared the five-day week 
or shorter hours was not the solution 
to the present day problem. He also 
said he could see no advantage in 
cutting wages. “People still are wear- 
ing out shoes and some gay must g: 
into retail stores to replenish.” Re- 
duced prices of commodities through 
greater manufacturing economies and 
methods of retail distribution will help 
our return to prosperity, he believed. 

An impressive feature of the first 
day’s exercises was the presentation of 
_veteran’s medals by Vice-President 
Myron L. Keith to dealers who have 
handled the Walk-Over line for twenty- 
five years or more. There were present 
four men who had sold the Walk-Over 
product for 50 years or longer, and 
they were given an ovation. They in- 
cluded Adolph Cohen, Pawtucket, R. I.; 
Shelton D. Houx of Marshall, Mo.; 
Frank D. Wetmore of New Haven, 
Conn.; and Clarence E. Greene, of 
Ravenna, Ohio. 

Mr. Keith announced that there were 
fifty-three additions to the veterans’ 
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Boot 
comb 


MAKE LONG PROFITS 


Retailing Tailor Made Spats at $1.45, $1.95, $2.50 


Our spats equal others at 
higher prices! 


To convince you, let us send on ten days’ approval two 
dozen assorted sizes and colors of samples direct from 
stock. All sample orders accepted, will be dated October 
first. 


Special discounts to quantity buyers taking goods dur- 
ing August, September and October. 


Large stock always on hand for immediate shipment. 


GOLD SEAL, 722 B’way, N. Y. C. 





Students in famous Illinois clinic 


STUDY CHIROPODY 


Many of the world’s leading Chiropodists are former shoe people 
who have followed up their valuable experience at the fitting stool 
with a course ir, Chiropody. Today they are earning from $5,000 
to $15,000 a year. 

The opportunities for Chiropodists are unlimited. In the United 
States there are about 162,000 physicians, about 82,000 dentists, 
but only §,000 Chiropodists! A virgin field! 

Course only 2 years at best known College of Chiropody in 
America equips you for practice. 16th year. You are ready to enter 
with four years high school or equivalent. Largest foot clinic in 
world —over 16,000 foot cases handled annually, large faculty 
physicians, surgeons, chiropodists. Write for catalog. No obligation. 


——--—— MAIL THIS COUPON TODAY ——~--~—— 


ILLINOIS COLLEGE OF CHIROPODY AND FOOT SURGERY 
1327 N. Clark St., Chicago, Illinois 

Gentlemen: Please send me, postage prepaid, latest cxleg = and complete 
information relative to Chiropody and your school. 


Name cccccocccoccccccocsoccecccesocccossoss: 
I a ic cneeacseionaniincisiiceeniaanncindalie 
City. 
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All Traditions 


of Wisconsin Shoemaking 


Are Firmly Upheld by 











, 7 eatin 
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THE SOPHOMORE 


With just enough “snap” 
in its lines to please the 
modern youth, this pattern 
meets with instant  ap- 
proval. 


To be had in both 
black and tan calf. 


Made with scrupulous care, using fine grained, me!low calf 
oak soles, full calf quarter lining and all 
Months ahead in style. 


uppers, prime 


materials in keeping. 


Madein 
IN STOCK 


Wisconsin 
in Your District 
R. H. Lane & Co., Inc. Toledo, Ohio 
Crowder-Cooper Shoe Co. 

Newell & Schneider Co. 

Gramling, Spalding & Collinsworth 
J. H. Churchwell Wholesale Co. 
Stewart Dawes Shoe Co. 


Indianapolis, Indiana 
Pittsburgh, Pennsylvania 
Atlanta, Georgia 
Jacksonville, Florida 

Los Angeles, California 
Washington 


Washington Shoe Company Seattle, 


Jos. P. Dunn Shoe & Leather Co. 


Denver, Colorado 


The Leverenz Shoe Co., Mfrs. 


SHEBOYGAN, WIS. 








WHERE TO BUY 
Ballet Slippers 








Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 


Coast Representative: 
MR. A. F. WINSLOW 
5177 Casper Avenue 


Eagie Reek, Les Angeles, 
Callfernia 




















IN-STOCK 
BLACK KID BALLET SLIPPERS 
Ladies—Misses—Childs, Soft and Hard Toe. 
PATENT AND KID 
TAP DANCING SHOES 
SOFT SOLE RHYTHM DANCING 
SANDALS 


all colors 
BLACK KID BOUDOIRS 
At once delivery—Send for le 
W. M. KILLORAN, Box 1, Lynnfield, Mass. 











WHERE TO BUY 
Children’s Slippers 





IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
887 Fourth Avenue 
\ New York 
) 1061-65 Merchandise Mart 
Chicago 
1307 Washington Ave. 
St. Louis 
888 Mission Street 
San Francisco, Cal. 
Factory, Danvers, Mass. 


Send for Catalog 


SHOES 


“KEEP THE FEET HAPPY” 
Children’s Fine Footwear 
MADE WITH THE SKILL OF 
TRUE CRAFTSMEN 
MANY STYLES IN STOCK 
CREATED ONLY BY 
SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINN. 
SPECIALISTS SINCE 1892 

















Approved by Medical Men 


fully ventilated . 
oe the Burkley Ven- r 
tilated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 No. Main St. 
Brockton, Mass. 














list this year but that inasmuch as 
they come from twenty-eight States, 
some were not present to receive them. 
Those receiving medals were: E. M. 
Hutchinson, Jr., for his father, of Port- 
land, Me.; Victor Gubin of Northum- 
berland, Pa., for his father, M. Gubin; 
J. N. Schlesinger of Chattanooga, 
Tenn., Harry E. Hughes of Dover, 
N. H., Harry S. Wolfe, Washington, 
D. C., and H. M. Byington of Grand 
Rapids, Mich. Mr. Keith declared 433 
dealers and 320 employees have re- 
ceived veteran’s medals for 25 years 
of service or more in the Walk-Over 
organization. 

As a closing feature there was a field 
day during which Norman Vickery, 
Broomton Country Club professional, 
gave an exhibition of golf shots. Ina 
driving contest first prize went to 
Dana Goodwin of Fitchburg, second to 
Fonda Jackson of St. Petersburg, Fla., 
—_ third to S. A. Newburn of Gary, 
nd. 


Payrolls Show Increase in 
Haverhill 


HAVERHILL, Mass.—Advancing pay- 
rolls tell the story of improved business 
in the local shoe industry. Payrolls 
for the week ending July 21 were the 
largest recorded since May. Produc- 
tion has increased generally with the 
popular-priced novelty plants taking on 
the greatest momentum. 

Salesmen from local factories are 
visiting the big city trade, visiting buy- 
ers with whom contact was made at 
the recent style show with the hope 
that follow-up work will develop vol- 
ume business. 

Hand-to-mouth buying gives evidence 
of continuing, despite the fact that 
prices and styles appear well crystal- 
lized. Blacks are leaders in the fall 
lines, with the autumn browns running 
second. Mat kid, suede, and patent are 
the favored materials. No radical de- 
partures in patterns or lasts are noted 
in fact styles are running to the more 
practical types. 


Conniff & Toher Observe 
Anniversary 


ONEIDA, N. Y.—Conniff & Toher, 
Inc., of Madison Street are celebrating 
the 65th anniversary of the founding 
of their business. It was started by 
Thomas Conniff in 1865 as a custom or 
made-to-measure shop, and this store 
has witnessed the whole range of de- 
velopment of modern shoemaking and 
retailing. 

William F. Toher, the present head 
of the business became associated with 
Mr. Conniff in the business in 1892. 


Wichita Store Moves 


WIcHITA, KAN. (UTPS)—The Elder 
Shoe Shop has moved from 107 N. 
Williams to 222 W. Douglas Ave. Mr. 
Elder handles Endicott-Johnson shoes 
and a line of well-known boots for 
men. He also has a shoe repair de- 
partment in conjunction with his sale 
of shoes that is meeting with marked 
success. Mr. Elder also manufactures 
handbags for ladies and pocketbooks 
for men. 
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Potter Shoe Co. Checks Up on 
Sales Staff 


CINCINNATL (UTPS).—Working in 
conjunction with Cincinnati Better 
Business Bureau, Potter Shoe Co., Cin- 
cinnati, conducted a unique campaign 
recently to improve the selling ability 
of their salespeople. Mrs. Keeshan of 
the Bureau shopped at the store, in- 
cognito, visiting all departments. Sales- 
people waiting on her were given a 
rating on address, diction, salesforce, 
courtesy, etc. 

The following week these ratings 
were read at an early morning meet- 
ing to salespeople in session. Argu- 
ments pro and con regarding the merit 
of checkups were had. The experi- 
ment was found most successful. 


To Test Kentucky Retail 
Sales Tax 


LOUISVILLE, Ky.—Announcement was 
made at Frankfort, Ky., recently to 
the effect that a test suit would be 
filed to test the constitutionality of 
the 1930 legislative act, placing a gross 
retail sales tax on all business done in 
Kentucky. 

Under the terms of this bill, which 
became effective in March, merchants 
pay 1-20 of 1 per cent on gross sales 
up to $400,000, after which the per- 
centage of tax increases by each 
$100,000 of sales to 1 per cent straight 
on all sales of over $1,000,000. 

The first million dollars of business 
can be done for $3,050, the second 
$10,000, and so on, with the result that 
big business is penalized, especially the 
large unit business. 

Col. Fred Levy, of Levy Brothers, 
Louisville, was one of the strong op- 
ponents of this bill, but it was adopted 
by the legislature, partly as a chain 
store killer. It is not believed that in 
the long run it will have a great deal 
of effect on chain stores, as provided 
it is held constitutional, they will prob- 
ably find some way of paying on the 
individual store, instead of gross sales 
of their group, as intended in the bill. 
Stores like the Levy establishment, do- 
ing several millions of dollars annually 
in gross retail sales, will be the ones 
hardest hit by this act, which is esti- 
mated to provide State revenue of 
somewhere between $1,500,000 and 
even as high as $6,000,000 in some esti- 
mates reported. 


Returns from Buying Trip 


AMARILLO, Tex. (UTPS)—Charles 
H. Berwald, manager of the shoe de- 
partment of the Marizon in Amarillo, 
Tex., has just returned from the shoe 
markets, where he purchased a com- 
plete stock of hand turned shoes for 
women. Mr. Berwald_ stocks’ shoes 
ranging in price from $8 to $22.50, but 
finds that his best sellers are the $19 
to $12.50 styles. 


Max Steinfeld Goes Abroad 


Max Steinfeld of J. Albert & Sons, 
New York, left for Europe on Thurs- 
day, July 31, for a month’s stay. He 
went via the Hamburg American line 
and will return on the Deutschland. 
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TIME SAVERS FOR THE MERCHANT — 
ATTRACTIVE 


PRICE TAGS 














3-Color 


Attractive 
Hand-Lettered 
Price Ticket 


Actual size, blue and 
reddish brown design, 
black figures—80 dif- 


ferent prices. 


69c to $17.50 
25c per dozen 
6 doz.—$0.85 
12 doz.—$1.50 
24 doz.—¥$2.50 


Check With Order, Please 


Printed Price Tickets 
All Regular and Clearance Sale 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


12 each of 

6 prices 85c 
12 doz.— $1.50 
24 doz.— $2.50 


1 doz. of one 
price 15c 


Cash or stamps 
with order 


A stand-up ticket with scored 
flanges. 

Comes in either Orange or 
Olive Green Border—Black 
Figures 
(Actual Size) 








3-Color 


Attractive 
Hand-Lettered 
Price Ticket 


Actual size, bright red 
and black design, dark 
blue figures—48 dif- 


ferent prices. 

$1.00 to $16.50 
25c per dozen 
6 doz.—$0.85 


MODERNISTIC Two Tone Hand 
Lettered PRICE TICKETS 


3-Way 
Ticket 


Your choice of either of two color combinations 


Purple with gold edge trim Red with black edge trim on 
on white pasteboard with white pasteboard with black 
black figures figures. 


Available in 72 different prices: IN STOCK 
6 doz.—$1.50 12 doz.—$2.50 1 doz.—$0.35 


Check With Order, Please 





12 doz.—$1.50 
24 doz.—$2.50 











Check With Order, Please 








Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


1334 Republic Bldg., Chicago 
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WHERE TO BUY 


Shoe Ornaments 








SHOE 
ORNAMENTS 
OF EVERY 
DESCRIPTION 
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WHERE TO BUY 


Dancing Shoes and Taps 


66h 


celN STOCKevee 


TAP DANCING SHOES 








Patent and Vici, 11/2 and 
22/8 Leather Heels 
Prepare for Big 
= Dancing 

usiness 






This Fall. 


Write 
for Sample 
Pairs 





The Norridgewock Shoe Co., Inc. 
anes NORRIDGEWOCK, MAINE 
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WHERE TO BUY 


Women’s Novelties 





White 7 paten 
NORMA: 


(Modified Toe) White and patent.... 3.00 
Not less than 12 pair quantities. 

In Stock. Subject to Prior Sale; Order Now. 
CHEKKO BRAIDED SANDALS CORPORATION 
303 Fourth Ave. (at 23rd Street) New York City 


Heat Wave 
Boosts Sales 
of Whites 


Biggest Year Ever for Sport 
Footwear Is Reported 


INDIANAPOLIS, IND. (UTPS)—‘“Con- 
tinued warm with little change in tem- 
perature” and the thermometer hover- 
ing around 90 to 95 degrees is respon- 
sible for the heavy sale of white and 
sport footwear. Indianapolis shoe 
merchants are unanimous in declaring 
this to be the biggest year in white 
footwear and sport shoes in the his- 
tory of business. Sales of sport shoes 
have eclipsed past years by 50 to 75 
per -cent, and white shoes for the fair 
sex have sold better than ever, and 
are still going big. 

Business conditions are gradually 
drifting back to normal, and there will 
be very little stock carried over. San- 
dals and white kid shoes in medium 
priced lines have been outstanding 
items during the past six weeks, ac- 
cording to the ladies’ buyer at Marotts 
Shoe Shop, with linen running close. 

Men’s buyers declare that sport 
shoes have outsold all other footwear 
and the demand continues good, with 
stocks at a low ebb 


The outlook for fall and winter is 
good, and there is a strong tendency 
toward black shoes for men, with a 
fair call for the darker shades of tan. 
The volume for July, while not consid- 
ered normal, has been satisfactory. 


Reptile Trims Stand Out in 
Cincinnati Buying 


CINCINNATI—Reptiles are now the 

thing according to Cincinnati shoe 
manufacturers, reptile trims of all 
kinds. Black kid with ring lizard trims 
will prove one of the later outstanding 
styles. Outstanding among patterns 
shown are pumps perforated and 
punched, with contrasting underlays. 
One strap and oxfords are also 
shown, the latter with soft limp ties. 
Leaf brown holds the stage for present 
fashion, Prado and Colonial for later. 
Suedes will be good with reptile trims 
and moires with suede trims. Black 
and white combinations are strong and 
black kid with ring lizard, as mentioned 
above, gives this effect. 
The plain, unadorned slipper has 
vanished except for evening wear. 
Models are shown in silk linen, illusion 
crepe and black moire. 


Charles B. Kemen, assistant to Wil- 
liam Harney, sales manager of United 
States Shoe Co., here, believes that fall 
business will tune up early and that 
merchants will play stock patterns more 
this season than in former seasons. 
Factories are increasing their produc- 
tion and orders are coming in stronger 
volume the past few weeks. 


Mr. Harney having just returned 
from a business trip to the coast, im- 
mediately left for New York City. 


John Holters has also left the city 











on a vacation trip. 
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Consider Stockton for Shoe 
Factory 


StockTon, CaL. (UTPS)—G. §, 
Mascagni, Stockton business man. in. 
terested in several local enterprises an- 
nounced upon his return from the east 
coast that a large shoe firm is inter. 
ested in Stockton’s possibilities as q 
Pacific Coast manufacturing center for 
shoes, due to the city’s situation close 
to sources of supply as well as facili- 
ties of shipping both by rail and 
water. A rayon manufacturer also 
plans a Coast factory, with favor:ble 
eyes on Stockton, says Mascagni. 





Dealers Follow Summer 
Schedule 


SoutH BEND, IND.—In accordance 
with their usual custom, 14 shoe re- 
tailers of this city have started their 
summer schedule of closing at 1 0’el ck 
each Wednesday afternoon during July 
and August. The stores that are ¢ os- 
ing are The Nisely Co., G. R. Kinney 
Co., W. L. Douglas Shoe Store, Ber- 
land’s, Feltman and Curme, Thrift 
Shoe Store, Beacon Shoe Store, Walk 
Over, Lindsey’s, Inc., I. Miller (o., 
Dixie Shoe Store, Klingel’s, Gro. nd 
Gripper Shoe Store and Paul 0. 
Kuehn. 


To Manage Haddon’s 
Department 


GRAND Rapips, MicH. (UTPS)— 
Jack Wellbeloved, who was formerly 
manager of the shoe department of 
Friedman-Spring, who recently closed, 
has been selected as manager of Had- 
don’s, Inc. Mr. Wellbeloved, who «n- 
joys a wide circle of trade here, will 
e assisted by Francis Loughry, who 
was former assistant manager of shoes 
at Friedman-Spring. This team will be 
of undoubted strength to Haddon’s, 
which is doing a splendid volume of 
trade for this season. 





Orders from Agricultural 
Sections Gain 


MARION, IND.—The increasing num- 
ber of orders from the agricultural 
centers of the United States has more 
than made up for the general slump 
in retail business in the shoe trade in 
the larger cities and industrial cen- 
ters, according to G. P. Butterworth, 
president of the Marion Shoe Com- 
pany. 

The present 1930 record for the 
Marion Shoe Company is better than 
that in 1929 for a similar period of 
time, and the prospects for the rest 
of the year warrant the assurance that 
their business will show an increase in 
1930 over 1929. 

Several large orders have been 
placed recently from dealers in the 
middle-west and western states, where 
they rely chiefly on agricultural pro:- 
ucts as a source of income. 

An intensive sales campaign on the 
west coast, recently opened by the 
Marion Shoe Company as new terr'- 
tory for them, has helped to overcome 
the loss in business felt in such places 








as Chicago and Detroit. 





Boot AND SHOB RECORDER ; 
combining THe SHop RErTaruer, Aug. 9, 192° 



















































































Boor ANI 
combining 


















































WuitkE shoes. are the finishing 
touch to a light and dainty sum- 


mer costume . . . In the same way 


‘Repco Heel and Edge Enamel is | 


the finishing touch to white shoes 


and is just. as essential to the shoes 


as the shoes are to the costume. 


The daintiest white shoe of finest 


leather or fabric is shabby unless the 


heel and edges are spotlessly white, 


Well dressed women will not wear 


shabby shoes. -For ovet ten years. 
Repco’ Heel and Edge Enamel has 
been the accepted standard for giv- 


ing shoes the finishing touch. 


“poston, ‘MASSACHUSETTS j 


me 


as 5 eects 
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GREATEST SPAT LINE 
| OF THE INDUSTRY 


T er but -nriced 


Yh 


J erably lower | 
IMPERIAL PAT MFG co ad | 
” eosin 





DUNHILL 
SPATS 


Linen and White for 
Spring and Summer 


Samples on request. 
STAR *FOOTWEAR 
MFG. CO. 








Howard and Norris 
Sts., Philadelphia 











IDEAL 


Reg. Trade Mark 


Manolis Products Will 
Give You More Profits. 
Spats $9.00 te $21.00 
Dez. Prs. Include Box- 
cloth. 

Rhinestones $2.50 to 
$18.00. Include Colonia] 
Buckles. 

MANOLIS MFG. CO. 


4248 No. Crawford Ave. 
Chicago, 11. 








Priced to retail 
$1.50 to $5.00 
Write for 
samples. 


Watch Standard” Spats in 1930 
S. Rauh & Co., 650 Sixth Ave., New York 
———————— 


Making Adhesive Shoes 


Boston, Mass.—Unity Shoemakers, 
Inc., recently incorporated, continues 
the business of the Unity Shoe Com- 
pany, which recently moved from Lynn 
to 791 Tremont Street, Boston. Samuel 
Winer is president of the new corpora- 
tion and Louis H. Salvage is treasurer, 
and the capital is $100,000. The com- 
pany is making shoes by the adhesive 
process, and is building up to an output 
of 100 cases daily. 


Uses Two Locations 


ALEXANDRIA, IND.—The Mahony Shoe 
Company is now making use of two 
locations for their business. Their new 
quarters is taking care of the major 
portion of their business, while the old 
quarters is being used for clearance 
sales of shop-worn stock, odd sizes and 
popular-priced footwear. 





Delman Adds Bag Stylist to 
Staff 


NEw YorRK—To assist him in the 
styling and coordinating of handbags 
to match his shoes, H. B. Delman, of 
Delman, Inc., has added to his staff 
Mrs. Richard Ely Falconer, formerly 
with Stewart’s, Fifth Ave. 

This year, according to Mr. Delman, 
his firm will create a handbag for each 
footwear model, to carry out the type 
and lines of the shoe in the same 
leather, fabric and color. While there 
will be no attempt at exaggerated re- 
production of the actual motif appear- 
ing in the shoe, the trimming detail 
will be introduced in the bag in vari- 
ous ways, and each handbag will bear 
a card telling which shoe the bag was 
designed to complement. 


Fall Styles in Des Moines 


Des MOINES, Iowa—With the comple- 
tion of summer clearance in a number 
of Des Moines shoe stores, fall styles 
are being shown and the first demand 
is being felt. 

V. E. Meline, manager of Crandall’s 
Boot Shop, reports their week’s sale 
fully satisfactory, and some demand 
for brown shoes now beginning. Es- 
pecially due for popularity are brown 
with lizard trim, according to prelim- 
inary inquiries. Black shoes are also 
being shown in the local stores in pro- 
fusion. 

The Field Shoe Company is continu- 
ing its sale with sweeping clearance at 
a $3 price. Display windows through- 
out the city are featuring browns and 
blacks now, both in the medium and the 
higher priced stores. Except for the 
clearance sales in the stores which 
make this a feature, volume is season- 
ally reduced. 


Army Shoe Bids 


PHILADELPHIA.—Bids from five man- 
ufacturers on 199,986 pairs of army 
shoes were opened July 26 at the quar- 
termaster’s derot of the Army here. 
The contracts will be awarded next 
week. The bidders and their bids 
were: 

R. P. Hazzard Company, Gardiner, 
Me., 60,000 pairs only at $4.08%; W. 
L. Douglas Shoe Company, Brockton, 
Mass., 199,986 pairs at $4.34.24; Jo- 
seph M. Herman Shoe Company, Bos- 
ton, 75,000 pairs at $3.9742; 25,000 at 
$3.99; 25,000 at $4.08; 25,000 at $4.13; 
25,000 at $4.18, and 24,986 at $4.23; 
Brown Shoe Company, Inc., St. Louis, 
50,000 to 100,000 pairs at $3.83 4-5; 
International Shoe Company, St. Louis, 
25,000 pairs at $3.77, 25,000 at $3.78, 
25,000 at $3.79, 25,000 at $3.80, 25,000 
at $3.81, 25,000 at $3.82, 25,000 at 
$3.83, 24,986 at $3.84. 


Brady Back from Buying Trip 


ATLANTA, GA.—Charles Brady, man- 
ager of the men’s shoe department for 
the George Muse Clothing Company, 
has returned from a trip to New York 
and eastern markets. He made the 
trip up by boat from Savannah. 
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Adds Appeal to Youngsters 
and Parents, Too 


PITTSBURGH, Pa. (UTPS)—Two ex. 
traordinary ways of increasing sales 
and promoting business have been dis. 
covered by Wilfred Kuhl, of the Kuhl 
Shoe Company, in East Ohio street, 
Northside. One is an appeal to boys 
and girls and the other to their par. 
ents. 

Mr. Kuhl is advising his young cus. 
tomers through advertising that he has 
learned that the boy who can climb 
trees first, run fastest through fields 
and jump fences quickly, is the boy who 
wears canvas shoes. Then he tells the 
lads and lassies these shoes are adapt- 
able for any kind of sport or activity, 
are light in weight and also a protec. 
tion for the feet. He invites his young 
customers to look over his stock of 
popular colors and combinations and 
see him personally when they decide 
to make a purchase. 

As a tip to the adults, Mr. Kuhl says 
he also has learned that shoes should 
be purchased in the afternoon, after 
the exercise of the day has spread the 
muscles of the feet to their larvest 
extent. If shoes are bought in the af. 
ternoon they can be fitted better and 
will be more comfortable, he says. 


Believes in Salesmen with a 
Following 


SHREVEPORT, LA., (UTPS)—The ad- 
vantage of a management and sales 
organization with a following is illus- 
trated in the experience of the Peacock 
Shoe Shop of Baird’s department store. 

Entering business on February 15, 
1930, the volume of business for the 
first year will exceed $75,000, based 
on the volume of the first six months, 
according to Joe I. Lucas, manager. 


The shop was established by Mr. 
Lucas and George Brown, and upon 
the death of Mr. Brown five weeks later 
Fred Reid, of Baird’s, became a part- 
ner in the shop. 

For about fifteen years prior to 
opening the business Mr. Lucas was 
engaged in the shoe business in Shreve- 
port and upon establishing the shop 
he engaged salesmen who likewise 
were well known locally. This fact is 
responsible for the rather unusual suc- 
cess of the business as compared with 
other establishments of a similar na- 
ture in this section, according to Mr. 
Lucas. While the management and 
personnel of the shop séek business no 
“high pressure” sales methods are 
used, sales service being entirely of a 
personal character. 


Heavy Loss in Shoe Store Fire 


PORTLAND, ORE.—Fire which caught 
from an electric sign inflicted damage 
amounting to thirty thousand dollars 
stock and equipment of McDonald Shoe 
Company, Tacoma, Wash., on July 25. 
Fire was confined to the mezzanine 
floor where more than two thousand 
shoes burned. Many showcase and 
counter goods on the lower floor were 
saved from damage by water through 
quick action of firemen in spreading 
canvas over the stock. 
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combini: 


“How’s 


BUSINESS?” 


Read your Business Paper 


—and FIND OUT! 


““How’s business?” Morning, noon, 
and night— in the office, in the store 
—on the street, on the highway—it’s 
the most asked question. 

‘*How’s business?”’? The merchant 
asks his customer — the salesman 
asks his prospect—the doctor asks 
his patient. 

Every time it’s asked, it adds to 
alarm. Every time it’s answered, it 
adds to confusion. 

Yet all the while the real answer 
is as near as your desk. Look in your 
business paper. 

The editor of your business paper 
is the first man to know 


of business pass day in, day out. He 
marshals them, organizes them, in- 
spects them — casts out intruding 
rumors, lifts up significant truths— 
projects for you a picture of business 
as it is—and will be. 

He does more—he helps you shape 
your plans to urgent present needs. 
He gathers reports of how others in 
your circumstances have increased 
sales; cut costs; reduced inventor- 
ies; improved styling; found better, 
shorter, quicker ways to solve a thou- 
sand heckling problems. 

Do you want to know how busi- 
ness really is—how soon 


the trend that business is 
taking. He can foresee a 
decline. He can forecast 
an upturn. He knows how 
business is—because it is 
his business to know. 
Across his desk the facts 


a 


NG o- 


Tuis SYMBOL identifies an 
ABP paper .. . It stands 
for honest, known, paid 
circulation; straightfor- 
ward business methods, 
and editorial standards 
that insure reader inter- 
est ... These are the fac- 
tors that make a valu- 
able advertising medium. 


a 


it is going to be better? 
Read your business paper 
with a care you never gave 
it before. You will find 
there — briefly, intelli- 
gently, authentically—the 
answer to your question. 


le, 


THE ASSOCIATED BUSINESS PAPERS, INC. 


NEW YORK 


TWO-NINETY-FIVE MADISON AVENUE 
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Notice who wear them! 





The Executive 


WEARS UNITED CUSHION 
HEELS 


Un 
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PRESTIGE... 


on the finest shoes 















This modern heel appeals 
to the wide-awake man of 
business. Its scientific core 
construction and clean un- 
broken style lines mean 
even more to the well- 
dressed man of affairs than 


its extraordinary service. 


Look for the 


ee D” 





UNT TED 


CUSHION 
HEEL 







United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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THIS MAY BE 
YOUR OPPORTUNITY ¢ 














SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








TEXAS 
OKLAHOMA 
ARIZONA—NEW MEXICO 
WYOMING—COLORADO 
GEORGIA—ALABAMA 
UPPER NEW YORK STATE 
EASTERN PENNSYLVANIA 
The above territories are open for 
our Short $4.00 Retail. Line of 
Men’s Shoes. Can be carried as 
side line. Commission basis only. 
Only experienced men need apply. 
Give references and experience. 


E. B. Piekenbrock & Sons Co. 


Dubuque, Iowa 








Responsible Side-Line 
Salesmen Wanted 


to carry four samples—Ballet and Tap 
Dancing Shoes, and Boudoir Slippers 
(leather soles). A first class and excep- 
tionally profitable line which repeats 
frequently. References required. Ad- 
dress B940, Care Boot & Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 











ALESMAN wanted for states of Arkansas, 
Oklahama and Texas with established ac- 
counts, to carry as side line on commission 
basis, our fast selling line of attractively priced 
children’s stitchdowns. numbers stocked. 
ee SHOE COMPANY, MILWAUKEE, 





SALESMEN with established trade to sell on 
commission as side line, one-tray line of 

house slippers carried in stock. ‘Latest styles, 

medium prices. Territories available through- 

out entire country. A good money making 

side line. Nestletoe Slippers, Inc., orcester, 
ass. 





S ALESMEN wanted to carry a complete line 
of spats and shoe o t ideli 


SALESMEN with established territory to carry 
line of men’s popular priced spats on com- 
mission. State territory. References required. 
GOLD SEAL, 722 Broadway, N > 





ANTED—Side Line salesmen calling on 

Baby Shops or department stores to sell 
our line of Baby Shoes. Choice territory open. 
Give full particulars and references in applica- 
tion. Liberal commission. Address East Ave- 
nue Station Box 121, Rochester, N. Y. 





ALESMEN—Seli “Ye Qualitie” Beautiful 

Baby Shoes. Attractive commissions. State 
territory and references. Sullivan Baby Shoe 
Manufacturing Co., 14 Edmonds Street, Roches- 
ter, 





TITCHDOWN SALESMEN WANTED—To 

carry full line of Men’s, Women’s, Misses’ 
and Children’s stitchdowns. Territory open, 
New England, Atlantic Coast and also other 
southern and eastern states. References, Amer- 
ican Shoe Mfg. Co., Vineland, N. J. 





NATIONALLY advertised in stock line of 

juvenile and women’s shoes is open for 
representation on straight commission basis for 
Pennsylvania, New Jersey, New England States. 
First letter requires references and amount of 
sales. Address B-946, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





SALESMEN 


Brooklyn high grade welt manu- 
facturer seeks experienced sales- 
men with following among the 
best grade retailers and department 
stores, to handle line of ladies’, 
children’s misses’, boys’ and grow- 
ing girls’ welts. 

State territory covered, references; 
commission only. 


Address B-948, Boot & Shoe Re- 
corder, 239 West 39th St., N. Y. 
City. 

















r asa 
Manolis Manufacturing Co., 424 > 
ford Ave., Chicago, Tit a 





SALESMEN for Connecticut and Long Island 
to carry a full line of juvenile shoes, stitch- 
downs, welts and McKays. No objection to 
non-conflicting lines. Kimmel & Marbach Shoe 
Company, 138 Broadway, New York City. 


FOR LEASE 





Established Boston leather house 
with extensive acquaintance 
throughout the New England 
shoe trade desires to add anothe: 
line of leather for representation 
in New England on a straight 
commission basis. 
Communications held in strici 
confidence and best of refer- 
ences provided. 

Address B-938, care Boot and 
Shoe Recorder, 140 Federal St., 
Boston, Mass. 











ANTED, high grade line of growing girls 

shoes only, in sport oxfords, Turns, Mce- 
Kays. Ray Lauer, 131 9th Ave., San Francisco, 
Calif. 





ALESMAN wishes to represent manufacturer 
of popular-priced women’s shoes for !.s 
Angeles and vicinity; excellent record and 
credentials. Address B-941, care Boot & Shoe 
een. 239 West 39th Street, New York, 





LINE WANTED by salesman who has cov- 
ered territory from Mississippi River to the 
coast for the past fifteen years. Well acquainted 
with the trade. Will start for small drawing 
account and expenses. Address B-947, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





FOR RENT 





OR RENT—One half of store, 100% loca- 

tion, for popular price women’s shoes—City 
of Pittsfield, Mass., other half of store now 
occupied by a successful women’s specialty shop 
of popular price garments. Only reliable and 
good financial party considered. Address all 
letters to, B-943, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





SHOE DEPARTMENT for lease in one of 
the largest cities in North Carolina; new, 
modern, active, up-to-date, ladies’ ready-to-wear 
specialty store. Address B-945, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 


OUTH MANCHESTER, CONN., trading 

center for over 30,000, in exact heart of 
business district. The two shoe stores in this 
location recently closed; death of owner in one, 
retirement of owners in second. H. Glasser, 
82 Westbourne Parkway, Hartford, Conn. 





be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
num charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge $1.25. When 
a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
S* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “™ 


In all other cases each word of the address should 








——— 
PO 


EEE 
AVING 1 
H chain or 
a period of | 
of securing 
as an execu 
efforts with 
ion to start 
requested, if 
information 
p-932, care 
39th Street. 


—— 
S§ manage 
ment, ma 

of experienc 

shoes. Exce 

mer, and a 

6418 Alamo 


_— 
GALES MAI 
chancise. 
Age 35 
jacobs, 708 


yous 6.1 
General 
chain of W' 
establisiied 

nection Sept 
Trade refer 
B-944, care 
39th St., Ne 


In Ne 


The p 
man W' 
perienc 
chandis 
experie 
details 

Addres 


Record 
New Y 





6230 Ashla: 


FOR SAI 
ifornia 
be increase 
dress B-94: 
West 39th 


MI 





pours 
The rig 


HY-GR 
693 Br 





Boot AND SHOE RECORDER 


66 combining THE SHOE RETAILER, Aug. 9, 1920 BooT AND 


combining 

















— 


POSITION WANTED 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 





ee 

AVING been connected with a well known 
H chain organization in the shoe business for 
a period of over twenty-five years, am desirous 
of securing a position with a similar concern 
gs an executive in some capacity where extra 
eforts with results would be appreciated. Will- 
ing to start with a limited salary. Interview 
requested, if interested. Can cover additional 
information required at that time. Address 
p-932, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





—_—_— 


§ manager of retail store or shoe depart- 
r= married man, age 39, with 18 years 
of experience in men’s, women’s and children’s 
shoes. Excellent character, good window trim- 
mer, and a willing worker. N. H. Gladstone, 
6418 Alamo Ave., St. Louis, Mo. 





—_—__ 


GALES MAN, shoe, clothing or general mer- 
chandise. Twenty years’ experience. Single. 
Age 35. References. Go anywhere. R. F. 
Jacobs, 708 Interdrive, St. Louis, Mo. 








If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 

KIRSCH-BLACHER CO., INC. 


624 Broadway New York 
Phone Spring 1443 

















We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases assumed. 
Phone - Write - Call 
All matters strictly confidential. 

I. SIMON CO. 


101 Reade St., New York City 
Phone Worth 5922 Est. 1880 











— 


OUNG EXECUTIVE, age 31, formerly 
General Manager and Buyer for well-known 
chain of WOMEN’S popular price shoe stores, 
established 10 years. Ayailable for new con- 
nection September Ist. Highest type Bank and 
Trade references. Complete knowledge type- 
iti What have you to offer? Address 


39th St., New York, N. Y. 








SHOE BUYER WANTED 


— 








Assistant 


Women’s Shoe Buyer 
In New York Buying Office 


The position requires an efficient 
man with retail or chain store ex- 
perience who is capable in mer- 
chandising or stock control. Only 
experienced men apply, giving full 
details of experience. 

Address B939, Care Boot & Shoe 


Recorder, 239 West 39th Street, 
New York N. Y. 

















FOR SALE 





FOR SALE—Ladies’ shoe department, estab- 

lished two years, odiing high grade shoes 
from $10.00 up. Exclusive franchise in city on 
lines of shoes handled; located in best and 
largest city in Virginia. Address B-926, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SHOE store, including four-flat building, 63rd 

and Jaient. agg a. Shoe busi- 
ness es ished thirty years. ‘aul Tychsen, 
6230 Ashland Avenue, Chicago. cea 





FOR SALE—Shoe department in live Cal- 

ifornia city. Volume forty thousand. Can 
be increased. Owner cannot devote time. Ad- 
dress B-942, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





MERCHANTS’ NEEDS 








For Good Leather 
Covered Buckles and 
Leather Bows 


Write or Call 


Vanity Novelty Works 
1261 Atlantic Ave. 
Brooklyn, N. Y. 


Phone Decatur pene 














Everything for Your Windows 
Futuristic Displays and 


Artifielal 

Palatings, pers, 
Paper Borders, Rebbon Ive 
Papers, Puffing, Fells, Filtters, Valenees, Drap- 
ing Materia Mats. Send fer Faney 
Paper Beoklet. Price Tlekets. 

DAVE’S DISPLAY DECORATIONS 
118 West Broadway, New York 











MERCHANTS’ NEEDS 








POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
somplee sent on fr at. 
HY-GRADE SLIPPER SUPPLY co. 
693 Broadway New York City 
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Milbradt 
Rolling Step Ladders 


Enable you to reach your 
_ shelves convenient- 














They last a lifetime 
and 





Are made in any _ style, 
shape or to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1895 
2416 No. 10th Street 
ST. LOUIS, MO. 








TILTS ATANY ANGLE 


$5.00 Per Gross 
$2.75 Half Gross 


Gearanteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 
216 Holland Bldg. St. Louis, Mo. 














“WINDOW 


DISPLAY FIXTURES | 
anade | 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 


SEND FOR CATALOG 


Price Tickets semi 


Original Designs in Colors and Odd 
Shapes. 21 years nothing but Tickets 
Largest Size 3 by 4 New Styles constantly 


By STAUFFER “tos anceves. cat.’ 





SHOE CARTON LABEL || 
SPECIALISTS | 
rT PRINTERS, DESIGNERS AND ENGRAVERS | @ 


|||), THE AMERICAN PRINTING "LABEL CO | 
SU 314-316 E.12th St, CINCINNATI. OHIO. 


* CINNAT. 
| thhade Row fot Sampces | 


ESTABLISHED se 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON RIQUEST 


AMERICA'S CREATEST 
SHOE CARTON & LABEL MFCS 
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RATES 
$2.00 Single to $12.00 Suites 
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ENJOY THE BEST! Modern, scientific 
equipment and management make 
it possible for you to enjoy the best 
in. New York at the Hotel Lincoln. 


1400 Rooms 
$3-5 one 


Telephone Lackawanna 1400 
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Eighth Avenue, 44th, 45th Streets, Times Square 
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7 Greeley’s House Slippers 


Ladies’ Black Vici Kid 1 
Strap Slipper, Quilted Sock, 
Sewed, Turned, Leather Sole. 
Right and Left Last. 
Whole Rubber Heel. 
12 pr. lots, $1.35; 
36 pr. cases, $1.30 
per pair. Stocked. 


A. W. GREELEY 
12 Duncan St., Haverhill, Mass. 
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MERCHANTS’ NEEDS 


New Kinney Store 








233 South Wells St. 
CHICAGO 





THE HECHT FIXTURE CO. 


This Complete Set 
No. 563-C.G. 


$66.23 


Consists of 31 pieces 
Combination 


Glass and Metal 
Write for Catalog 27 
showing large line. 
Send for Samples 
Window Fabrics 
and Valances 
Everything in Fix- 
tures 








Safe and Sane Fall Season Seen 


ATLANTA, GA.—Early showings of 
the new fail shoes—which are already 
being made by several departments— 
indicate that the demand in this sec- 
tion will be for conservative models 
for fall and winter dress. 

In men’s shoes, the demand appears 
to be for solid blacks and tans, of 
medium weight and without frills of 
any sort. The same holds true of 
women’s fall shoes being displayed, 
where the demand seems to be for un- 





obtrusive black and tan models to be 
decorated with buckles if desired. Some 
dealers report a demand for blues and 
greens, but in darker colors than pas- 
tels. 


Death of Charles A. Dudley 


CINCINNATI (UTPS)—Charles A. 


Dudley, who, with his brother, Harry, | 
conducted a retail shoe business at 603 | 


Elm Street, for over forty years, died 
at his home in Cincinnati, July 23d. 


68 


in Columbus 


the country, has taken a 10-year lease 
on a large storeroom at 136 East Main 
St., in which will be opened a modern 
shoe store about Sept. 1. Important 
changes are being made in the interior 
and a new front is being installed. 
Modern fixtures will also be installed. 
The present store is located at 168 
North High St. The Kinney chain 
had two stores in Columbus until Jan. 
1 this year, when the store at Goodale 
and High Sts. was discontinued. 

R. R. Ryan was made manager of 
the Columbus store three months avo, 
succeeding Wendell W. Williams. He 
was formerly assistant manager of 
the discontinued store. 


Dollar Day Event Successful 


ERIE, Pa.—Dollar Day was _ held 
under the auspices of the Retail Mer- 
chants’ Board of the Chamber of Com- 
merce, and attracted a considerab : 
number of out-of-town patrons. All : 
the stores participating had damial 
bargains to offer. 

Dollar Day is a semi-annual event 
here and practically all of the mer- 
chants in the downtown section c:- 
operate to make this a success. This s 
year, it was stated, the volume of salvs 

showed an improvement over the sa‘ 
| held on the Dollar Day of last year. 
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CoLumMBus, OHIO (UTPS)—The 4G. 
R. Kinney Co., operators of a large re- 
tail chain of shoe stores throughout 
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Business 
KENTUCKY — Princeton — Wood & Murphy; 
boots, shoes, etc.; recently commenced business. 


MASSACHUSETTS—Boston—Price Shoe Co.; 
boots and shoes; recently commenced business. 

Haverhill—Rickard Shoe Co.; manufacturers; 
filed issue of $154,700 common stock. 


Ly nn—Clarke Shoe Co.; manufacturers; re- 
ported liquidating. 
Ciarke Shoe Corp.; manufacturers; recently 


commenced business. 

New England Shoe Manufacturing Co.; filed 
issue of $1,000 common stock. 

The Prize Shoe Co., Inc.; manufacturers; inc. 
authorized’ capital of $20,000. 

Yale Shoe Co., Inc.; manufacturers; reported 
selling or sold out. 

MISSOURI—St. Louis—Pedigo-Weber Shoe Co., 
Inc.: manufacturers; name changed to Pedogo- 
Lak: Shoe Co. 

NEW YORK—Brooklyn—B. Weiskopf & Son, 
=. oes and shoes; inc. authorized capital 
20,00. 

Buffalo—Kensington Shoe Co., Inc.; boots and 


sho: s; ine. authorized capital $20,000. 

Bryman’s Boot Shop; boots and shoes: re- 
ported selling or sold out. 

Mamaroneck—J. Weinstein, Inc.; boots and 


shovs; reported selling or sold out. 


bus INESS 
BAROMETER 









Changes 


New York City—The Beck Shoe Co., Inc.; 
boots and shoes; incorporated. 
Horowitz & Weller; boots and shoes; incor- 


porated. 

Rochester—Rochester Shoe Mfg. Co., Inc. ; inc. 
authorized capital $25,000. 

Savage-Franklin Co., Inc.; boots and 
name changed to Sybil Shoes, Inc. 

OHIO—Cleveland—Leo’s Toggery Shoppe, Inc. ; 
boots, shoes, etc.; incorporated. 

Mansfield—J. & D. Inc.; boots, 
incorporated. 

Youngstown—The Texas Shoe & Leather Co.; 
boots, shoes, etc.; incorporated. 

OKLAHOMA — Poteau —J. A. Huddleston ; 
boots, shoes, etc.; recently commenced business. 

PENNSYLVANIA — Shamokin — Thomas __ F. 


shoes ; 


shoes, etc. ; 


Lark, Inc.; boots, shoes, etc.; inc. authorized 
capital $10,000. 
Wilkes-Barre—Simon Long’s Sons; _ boots, 


shoes, etc.; inc. authorized capital $50,000. 
TENNESSEE—Memphis—Ben Spears Shoe Co., 
Inc. (128 S. Main St.); boots and shoes; re- 
ported selling or sold out. 
WISCONSIN — Madison — Stein Bros. (‘The 
Fair Store’); boots, shoes, etc.; reported sold 
out to Edward Showers. 





Failures, Embarrassments, Etc. 


ALABAMA — Dothan — Joe Kraselky (‘The 
Leader”) ; boots, shoes, etc.; reported petition 
in bankruptcy. 

CALIFORNIA—Los Angeles—Harvard Shoe 
Stores, Inc.; boots and shoes: reported called 
meeting of creditors for July 24; reported lia- 
bilities of $150,000. 

San Pedro—Theodore Schultz (“Arch Aid 
Store”); boots and shoes; reported petition in 
bankruptcy. 

CONNECTICUT — Meriden — Morse’s Shoe 
Store; boots and shoes; reported petition in 
bankruptcy. 

FLORIDA—Cottondale—Gilbert Bros.; boots, 
shoes, etc.; reported petition in bankruptcy. 

St. Petersburg—Maurice P. Goldstein: boots, 
shoes, etc.; reported petition in bankruptcy. 

ILLINOIS—Pinckneyville—Walter W. Sims; 
boots, shoes, etc.; reported assigned. 

INDIAN A—Anderson—Louis B. Supowitz 
(“Bargain Leader Store’); boots and shoes; 
reported petition in bankruptcy. 

MASSACHUSETTS—Beverly—Fred W. Bartlett 
Shoe Co.; manufacturers; reported offering to 
compromise at 10 per cent. 

Haverhill—Louis H. Goldman (“Keystone Shoe 
Co.) (Phoenix Row); manufacturer; reported 
petition in bankruptcy. 

Slipper City Shoe Co., 
reported assigned. 

Quincy—Carl A. Levander; boots and shoes; 
reported assigned. 

Webster—S. Buchka (“Webster Bargain 
Store”) ; boots, shoes, etc.; reported offering to 
compromise at 35 per cent. 

Whitman—E. S. Peterson; boots and shoes; 
reported assigned. 


Inc.; manufacturers ; 


MICHIGAN — Pontiac—E & R Boot Shop 
(Asa L. and Clifford A. Reed) ; boots and shoes ; 
reported petition in bankruptcy. 

NEW JERSEY—Newark—Morris Heyman (155 


Spruce St.); boots, shoes, etc.; reported peti- 
tion in bankruptcy. 
NEW YORK — Brooklyn — Le Bouterie, Inc. 


(882 Flatbush Ave.) ; boots and shoes; reported 
creditors’ committee appointed. 

OHIO — Akron — Louis H. Arenson (‘Boston 
Store”) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

Cincinnati—Cincinnati Merchandise Co. ; boots, 
shoes, etc.; reported petition in bankruptcy; re- 
ported offering to compromise at 25 per cent. 

Leavittsburg—I. N. Block; boots, shoes, etc. ; 
reported petition in bankruptcy. 

OKLAHOMA—Tulsa—Sol Jacobs; boots and 
shoes; reported petition in bankruptcy; reported 
receiver appointed. 

PENNSYLVANIA—DuBois—Hyman Witten; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 3 

Philadelphia—David S. Landes (728 S. Second 
St.) ; boots and shoes; reported petition in bank- 
ruptcy. 





Saxton—J. F. Stoler; boots, shoes, etc. Item 
reported in our issue of July 26 was erroneous. 
Should have been referred to J. H. Stoler, general 
merchandise, who is reported in bankruptcy. 





TEXAS—San Antonio—E. Borschow ; boots and 
shoes; reported offering to compromise at 3314 
per cent. 








New Shoe Dealers 


New York, N. Y.—Gem Shoe Ornament Co., 
1455 2nd Ave. 
New York, N. Y.—Sterling Slipper Co., 299 
Broadway. 
Coffeyville, Kan.—Brady’s, 107 W. 9th St. 
Indianapolis, Ind.—B. & F. Shoe Co., Inc. 
Chicago, Ill.—Red Goose Shoe Stores, 7742 S. 
alsted. 
Chicago, Ill.—Red Goose Shoe Stores, 6431 S. 
Halsted. 
Chicago, Ill.—Red Goose Shoe Store, 1006 E. 
t. 
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Chicago, Ill.-Red Goose {hoe Stores, 11351 
Michigan Ave. 
Seattle, Wash.—J. D. Phillips, Inc., 1587 8rd 


ve. 
Tamaqua, Pa.—G. R. Kinney Shoe Co., Lewis 
Bldg. 
Portland, Ore.—Goodyear Shoe Co., 283 Wash- 
ington St. 

Milwaukee, Wis.—Wm. F. Graebel, 412 Broad- 
way. 

Hollywood, Cal. 
as Palmas, 


Coty’s, Hollywood Blvd. and 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 





Des Moines, lowa—Miller & Jones, 307 
nut St. 
Lenoir, N. C.—Mahlon N. Haines. 
Westminster, Md.--Mahlon N. Haines. 
New York, N. Y.—B. Weiskopf & Son, 
Kings. 
Springdale, Ark.—-Saunders & Johnson, Dampf 
Bldg. . 


Inc., 


Walker, S. D.—Walker Cash Store. 

Poteau, Okla.—J. A. Huddleston. 

Lafayette, La.—Coco Shoe Store. 

Cincinnati, Ohio—Pendleton’s, 415-19 Race St. 
(Aug. 15) 

Ottawa, Ont.—Arron’s Department Store, Pin- 
het and Wellington (soon). 
Ogilvie 


Princeton, Ky.—Wood & Murphy, 

Bldg. 

Portage, Wis.—Montgomery Ward & Co. 
(Sept. 15). 


Elizabethtown, Ky.—-J. J. Newberry Co., Terry 
ldg. 


Cynthiana, Ky.—J. J. Newberry Co., Pike and 
Walnut Sts. (soon). 

Glasgow, Ky.—J. J. Newberry Co., Sisco Bldg. 

St. Louis, Mo.J. J. Newberry Co., 7352-56 
Manchester Ave., Maplewood. 

St. Louis, Mo...J. J. Newberry Co., Broadway 
and Carrol Sts. (Feb. 1). 

Byromville, Ga.—D. J. Lambert & Son. 

Palmyra, Mo.—Yates & Hagan. 

Minneapolis, Minn.—Reeter Department Store, 
Third and Nicollett Ave. 

Howell, Mich.—Western Cut Rate Department 
Store, 307 E. Grand River. 

Anamoose, N. D.—Kessler’s Department Store. 

Philadelphia, Pa.—W. T. Grant Co., Lehigh 
and Germantown Ave. (soon). 

Bloomington, Ind.—J. C. Penney Co. (Nov. 1). 

Miamisburg, Ohio—J. C. Penney Co., S. Main 
St. (soon). 

Deer Lodge, Mont.—J. C. Penney Co. (soon). 


Madena, Cal.—J. C. Penney Co., Yosemite 
Ave. and East St. (soon). 
Cudahy, Wis.—Max Karp, 1712 Packard Ave. 


New York, N. Y.—Beck Shoe Co., Inc. 


Rochester, N. Y.—Rochester Shoe Mfg. Co. 
(mfr.). 


Boston, 
ton St. 

Dale, Ind.—J. Winkler & Son. 

Oshkosh, Wis.—Michaels & Roth Shoe Store, 
53 Main St. 

Columbia, Ky. 

Kenosha, Wis.—Zabel & Martin. 

Asbury Park, N. J.—Natural 
Shop, 717 Cookman Ave. 

Union City, N. J.—Betsy Ross Shoe Store, 416 
38th St. 

North Vernon, Ind.—Edward Pierceville. 

Newark, N. J.—Neiman’s Department Store, 
790 Broad St. 

Paterson, N. J.—Jack Barenstein, 458 Main St. 

Cherokee, Okla.—O. S. Reed Department 
Store, Thompson Bldg. 

New Rochelle, N. Y.—Sears, 
376-78 Main St. 

Portland, Ore. 


Detroit, Mich. 
Grand River Ave. 


North Hollywood, Cal. 
Lankershim Blvd. 

Warren, Ohio—Edwin A. Neal Shoe Store. 

Upper Sandusky, Ohio—Wm. Landversicht, 
217 N. Sandusky Ave. 

Chiloquin, Ore.—T. J. Pharis. 

Coquille, Ore.—Gant Bros., Inc. 

Toledo, Ohio—Herman’s Army Store. 

Sweet Home, Ore.—H. M. Van Alstine. 
Ore.—Toikka & Cole, Commercial 


Mass.—Price Shoe Co., 610 Washing- 


S. F. Coffey. 


Bridge Boot 


Roebuck & Co., 


Cinderella Shoe Co. 


A. Kallmeyer & Son, 10138 


Matt Silverstein, 5226 


Astoria, 
near 10th. 


Reardan, Wash.—W. A. Ryder. 
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Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boot AnpD 
SHoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 


Abbott Shoe Co., No. Reading, Mass 
Alden, C. H., Co., Abington, Mass 


Bass, G. H., & Co., Wilton, Me 

Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City. .46, 56 
Brooks Shoe Mfg. Co., Phila., Pa 

Burkley Shoe Co., Brockton, Mass 


Capezio, New York City 
Chase, W. S., & Sons, Haverhill, Mass.... 


Duane Shoe Co., New York City 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 50 
Edwards, J., & Co., Phila., Pa 4th Cover 
Elam, F. S., Shoe Co., Rochester, N. Y 

Emerson Shoe Mfg. Co., Rockland, Mass... 48 
Evans’, L. B., Son Co., Wakefield, Mass.... 54 


Fried, Lazarus, & Sons, New York City... 46 
Friedman, B., Shoe Co., New York City... 


Gibbon, C. S., Phila., 

Gold Seal, New York City 

Goodwill Shoe, Holliston, Mass 
Greeley, A. W., Co., Haverhill, Mass 





Green, Daniel, Co., Dolgeville, N. Y 





IN THIS ISSUE 


By Everit B. Terhune, President 17 


Goop TIMES AHEAD 
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COLLEGE GIRLS LIKE SHOES SWANKY 


FOUNDED FIFTY YEARS AGo 


ONE YEAR AND OUT 
MAKING LEATHER RIGHT FOR SHOES. 


AD-VISOR 


New Types for Fall Wear 18 


What You Can Sell Them Before 
School Opens 20 


The Unusual Story of an Un- 
usual Store 22 


By Arthur D. Anderson, Editor. 


Proving the Absolute Necessity 
of Knowing “Where You Are 
At” 

By Murray C. French 

Education in Shoe Materials.... 


Ideas from Here, There and Ev- 
erywhere 
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Changes, Embarrassments, New 
Stores 





Horwitz, Vincent, Co., New York City.... 52 
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Menihan Co., The, Rochester, N. Y 
Midvale Shoe Co., St. Louis, Mo 
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Nettleton, A. E., Syracuse, N. Y 
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Star Footwear Mfg. Co., Phila., Pa 
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HEN the shoe merchant wants to 

know what percentage of his total 
sales will be represented by any one 
color, there is no better source of in- 
formation than the garment industry. 
Madame Hamilton Jeffries, Fashion 
Editor of the Boot AND SHOE RE- 
CORDER, advises every merchant to keep 
in touch with a specialty house in the 
same grade in his own home town—to 
compare notes on colors and fabrics— 
if possible, to place his shoes on the 
feet of models wearing the advance 
garment styles. An interesting article 
on Fall trends in garments and foot- 
wear. 


AAA 


HERE y’are, brother. With these 
pontoons on your feet, you’ll never 
capsize in a high wind.” A sale was 
lost. A salesman was fired. And this 
example of bone-headed tactlessness 
has been made the text of an interest- 
ing and amusing discussion of types 
met with in retail stores—salesmen 
and how they operate—customers and 
how to classify and treat them. 


AAA 


LSO in this issue the third of our 

leather series—an educational fea- 
ture on leather types, tannages and 
how to recognize and use them. 


AAA 








Mi 


Vulco-U nit Box Toes 


Leading shoe manufacturers, the country 
over, have made this decision .. . 













To faithfully reproduce and retain that 
style so essential at the TOE of the shoe 
... the selection of Vulco-Unit Box Toes 
is always the right move. 

In the Vulco-Unit family you will find a 
Box Toe specifically designed for various 
types of footwear. . 
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